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VAUGHAN’S 
All-Steel Camp Axe 


with a shock absorbing Genuine Rubber Grip 





Your customers can tell it at a glance . . . here's another ‘quality plus” 
Vaughan Tool. The solid all-steel head and handle are inseparable. And that 
spring-tempered handle . . . makes this axe the strongest and toughest 

of all... . yet a delight to use with it's tough, hand-fitting 


genuine rubber grip. It's wear resistant, shock resistant. 


Genuine Vaughan No. 999 


The standard of mechanics for over 40 years. Also 
with milled face and long handle. 
— 


| New improved design . . . form fitting genuine 
c VAUGHAN ' 


leather or rubber grip. No more loose or broken 
' handles to replace. 
an - 





VAUGHAN & BUSHNELL 


MANUFACTURING. COMPANY 
135 South LaSalle Street 
Chicago 3, Illinois 
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Beautiful Boontonware 16 pc. dinnerware service for 4 
PLUS Special Christmas Gift Salt and Pepper Set °18%... 





Promote a packful of business with 


GIFT PRICED 









Here's the promotion that will make this your biggest gift season. Santa and 
the “Gift Set” are pictured in full color in our Christmas advertisements in 
“Living for Young Homemakers,” “Successful Farming, “McCall's,” “Progres 
sive Farmer and “Rural Gravure’ — more than 27 million readers. And Santa’s 
blown up to a handsome 4 x 4 foot poster for your most exciting window dis 
play. He appears as an insert on every Christmas gift set of Boontonware — the 
finest of all melmac dinnerware, He's a traffic stopper and a profit-making 
salesman for this Special Gitt Offer, so plan your display around him now, 
Its all part of the Boontonware Selling Program and available —free—to all 
program dealers. 


4" 


oorilenware THE FINEST OF ALL MELMAC™ DINNERWARE 


MANUFACTURED BY THE BOONTON MOLDING CO., BOONTON, N. J. 









































® Can't rust or corrode—ever! 


@® Waterproof handle 


(Butyrate plastic or marine plywood) 


@ Handy ‘“‘hang-it-up"’ hole 


@ Now for the first time you 
® Gift boxed 


can offer your customers all the 


é advantages of stainless steel in a 


@ Ready for Christmas 


selling 


hand saw that will hold its cutting edge. 


The Atkins ''500" Stain/ess Stee! Hand 
Saw keeps its shining beauty and its keen 
cutting edge even when stored in a damp 
basement, left out in the rain or exposed to salt- 


water corrosion! 


Be the first in your area to offer this newest thing 
in hand saws to the do-it-yourselfers, to professional 
carpenters and to Christmas-gift shoppers. Call your 


Atkins wholesaler today! 








ATKIN 


eweeS AW DiIiViIiSI!I1ON 


BORG-WARNER 
CORPORATION 


indianapolis 9, Indiana 





BRANCHES. Chik ago (hattanooga « Los A geles « Philadelonhia « Portiand. Ore 
EXPORT SALES: Borg-Warner international, % S. Wabash Avenue, Chicago J, II 


BUY FROM YOUR ATKINS WHOLESALER... BUY QUALITY! 


HARDWARE AGE, ALGUST 30, 1956 3 





Nearly all of your customers own files. According to a recent survey among readers of 
The Saturday Evening Post, they buy an average of three files a year, since files are 
“wear-away,” replacement items. The Post and other impartial sources show that 
Nicholson and Black Diamond are the most preferred file brands by 6 or 7 to 1! Thanks 
to sustained advertising and high product quality, this is probably the greatest brand 
consciousness and brand preference for any hand tool. So doesn’t it make sense to 
display, by your cash register or on a prominent counter, the best selling brand of one 
of your fastest moving hand tools? 
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A “natural” for impulse sales. Eye-catching orange forged handle, cellophane wrapped. 
One side double-cut for fast metal removal, other side single-cut for smoothing and 
sharpening. One of the most useful tools ever made for home, workshop, garage. 8” 
length. Also available in Black Diamond brand. 


AVALLANYD 
yy DY Ath 





A tool your customers will eye with interest—and buy readily. Four different surfaces: 
Flat file, Flat rasp, Half Round file, Half Round rasp. One of the most versatile and 
useful of all hand tools. 8’’, 9’’, 10’ lengths. Also available in Black Diamond brand. 


Get those impulse sales with prominent Nicholson displays 


St0iSq, NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 


U Ss "1" (in Canada Niwheotson file Company of Canada Ltd . Port Hope Ontario) 
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There Is An Easy Way 
Now, What Happens 


What's New in Hardware Merchandise 


Layaway 
Start building Christmas gift and toy volume and profits 
now with layaway. Your budget buying and your cash 
customers will like this form of credit. Here's how to get 
an early start on Christmas selling with a layaway pro- 
gram 


Merchandising Ideas 


There's Profit in Artists’ Supplies 

How to Boost Paint Sales 

Display and Promotion Build Pump Sales 
Put Glamor in Your Giftwares 


Store Management 


61°/, of Sales Are Self Service 

4 Ways to Cut Overhead and Increase Sales 
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How to Do a Better Job Advertising, Part 2 
Showmanship: S. A. in Retailing 
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WARE gives you faster turnover 
..and increased profits, too 


Your stocks turn over mighty fast when customers 
know you handle J&L Galvanized Ware. Profits will 
be healthier if you feature a complete line with an 
accepted name like J&L—known by reputation for 
highest quality and dependable service. 

J&L Galvanized Ware is priced for today’s big 
volume market—handling it yields higher profits to 
the hardware dealer. 

Call your hardware jobber for information on the 
complete line of J&L Galvanized Ware. If you need 
additional help, write direct to our Container Division. 
Send for our new catalog. 


Jones & Laughlin 


STEEL CORPORATION 


Container Division 


406 Lexington Avenue * New York 17, N.Y. 
Gelvenised Were Pients: Telede, Ohie and Atiants, Georgie 
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just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


There is an easy way... 


in our search for ways to make the retail hardware business more profit- 
able, | think we often overlook the simple and most obvious methods. The 
belief that “if it is complicated, it must be good,” seems to influence much 
of our thinking and frequently leads us away from the truth 


Experience has demonstrated time and time again that the best solution 
to most problems is usually a simple one, and one that is right under out 


noses 


For example, instead of concentrating on methods of putting the discount 
houses out of business, why don’t we really tackle one of our own weak spots 
the poor quality of salesmanship in hardware stores. 


Picture what it would mean to your profits if you could improve the sales 
manship of your people by just 10 percent a year. That isn’t impossible; it’s 
really a very small increase, but it would have a very beneficial effect upon 
your profit picture. 


How can you get even such a small increase in sales? Well, for one thing, 
you can take a big step in the right direction by using material that is prac- 
tically at your finger tips, and using it to increase the product knowledge of 


Vou! ale people. 


This is certainly the best place to begin a selling improvement program, 
because it is easy and it is effective. There is no question but that a sales- 
clerk who keeps posted on the sales points of big ticket items and of new 
items will invariably turn in a better performance than a simple order take 
The clerk with product knowledge will not only sell more, but he will also 


be able to sell up more successfully. 


We all know this; we agree to this. Yet, how many stores have really 
done anything about improving the sales knowledge of its staff? Have you? 


Certainly, many clerks will show no enthusiasm for a sales training pro 
gram; but the bulk of the store selling people—the ones who count—willi 
respond. And some of the knowledge is bound to rub off on the others. What 
have you to lose by a sales training program? Your clerks will benefit; so 
will your sales sheet. And you will, too, if you will put your heart into it 


How do you get started on such a program? 


Well, first, we must agree that this matter of sales training is not just a 
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Just Among Ourselves 





informal editorial comments 


problem for the dealer alone. The wholesaler faces the same situation with 
his salesmen. They, too, are badly in need of better product knowledge. 








So, if we are to attack this subject effectively, we should begin at the 
beginning——with the wholesaler. The wholesaler has a wonderful opportun- 
ity to learn, if he will but take advantage of the product knowledge held by 
most of the manufacturers’ 








salesmen who call on him. 
































Most manufacturers have periodic meetings where they tell their salesmen 
about their new products and promotions. They spend many hours at these 
meetings discussing the selling points of the new products. When the men 
leave these meetings they are really primed with useful knowledge. 


I recently had the opportunity to spend several days with a group of lawn 
mower salesmen at a sales meeting. The program included a number of 
“sitting” sessions covering the new models, new promotions, etc 


The meeting also included “working” sessions where the men learned 
the what and the why of the insides of the new model mowers. They became 
familiar, by practice, with each part and why it was used. They also spent 
time in the plant learning how the mower was made. And they also were 
required to operate the new models under conditions much worse than that 
faced by any consumer who might buy this mower. 


l am sure that if you had been with me, in the 110 degree heat, as these 
men tried out the new models under all sorts of conditions, then disassembled 
and assembled the machines, you would have been tremendously impressed 
as | was, at the amount of real useful knowledge that these men had when 
they left the meeting. 


You would have been impressed, too, by the seriousness of these men as 


they forgot the heat and ignored the grease that spotted their clothes and 
applied themselves to learning everything possible about the new models. 


Now. what happens noe 





Now these men are going back to their territories to tell their wholesalers 
about these new machines. How many wholesalers will encourage them to 
pass along to the distributors’ salesmen the knowledge they have? 


Hiow many wholesalers’ salesmen will be able to pass along to their dealers 
an intelligent summary of the sales points of the new models? 





We can see, from this, that the logical place to start our sales knowledge 
program is at the wholesale level. From here it can be funneled along to 
dealers, either through individual store meetings or through group dealer 
meetings sponsored by the wholesaler. 








Just imagine the amount of valuable selling information that is just wait- 
ing to be put to use... waiting for us to take it. How long can we afford 
to waste it’? Before we start demanding new help from the manufacturer, 
let's be sure we're properly using all the opportunities that are in front of us 
















That 10 percent increase can quickly be reached, if we all put some 






real effort into spreading product knowledge among all our salespeople. 
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Do-it-yourself special! 


Now...44COnight lat , 
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3 ILCO Night Latch Leaders 
0-220 a rug@ed tatch in a 


standard aes } case with Oo be aow 


tiful Rose (,old fir ish 
263GY handsome, modern de 


sign Streamlatch with spe ial Hold 
© -Matic feature 


219C ever popular onventional 
style with gold bronze finish, brass 
pir tumbler ‘ ylinder 


Tus unique [LCQO night latch promotion has dramatically dem- 
onstrated once again the terrific power of the Do-It-Yourself sales 
approar h 

Retailers recognized at once that here at last was the answer to 
the installation bugaboo that has killed many a night latch sale 
(Customers welcomed the chance Lo he able Lo buy and install 
themselves the night latches they'd been needing for so long 

Result: This display has moved more night latches since its 

introduction than any merchandising idea in years. 

Package consists of 2 boring tools, a special night latch assort- 
ment 6 each of 3 models (one each mounted) colorful, eye- 
catching counter display. Complete display unit is free you pay 
only for latches and 2 boring tools. You “loan"’ the tools for a $2 
deposit which covers your cost 

Call your distributor or write us today for full details 


ae 
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WASHINGTON 


NEWS 








BY WASHINGTON BUREAU OF HARDWARE AGE 


Cabinet Officials Recommend 
Aid For Small Businessmen 


Small business firms need help if they are to re- 
main stable and grow with the economy, a top-level 
advisory committee has told the President. 


The committee, consisting of the major cabinet 
officers, made 14 recommendations for helping smal! 
firms collect the necessary capital to grow. Primary 
suggestion is a reduction of the corporate tax rate 
from 50 percent to 20 percent on the first $25,000 of 
profits. Other sugyestions include: 

Corporations with 10 or fewer stockholders be 
granted the option of being taxed as partnerships; 
estate taxes on closely-held businesses be liberalized: 
paperwork burden on small firms be reduced; income 
tax and social security withholding forms be simpli- 
fied and combined; and antitrust and merger controls 
be strengthened. 





Small business aid, especially insofar as taxes are con 
cerned, will be a prime target when Congress convenes 
next January. With everyone expressing interest, some 
help tia likely. 


If You Want To Save Paper Work 
Pay Excise Taxes In Advance 


Hardware dealers and other small merchants can 
take advantage of a recent Internal Revenue Service 
ruling permitting them to prepay federal retail excise 
taxes, and thus cut down on paperwork and record- 
keeping. 

Under the ruling stores are permitted to compute 
and prepay excise taxes at the time they purchase tax- 
able merchandise instead of waiting until it is resold to 
consumers. Prepayment must be based on the selling 
price of the items at the time they are purchased from 





10 








a 





suppliers. Refunds may then be claimed for price re- 
ductions and sales to tax-exempt consumers 

If the prepayment plan is adopted, the tax will! also 
have to be paid initially on taxable goods in inventory, 
which may be a burden to some dealers. 





Stores which have a relatively small volume in taxable 
goods will want to consider the prepayment plan as a 
method of reducing overhead. Details can be obtained 
from diatrict directors of internal revenue. 


Fair Trade Under Attack Again 
In Significant Court Case 


lair trade is under attack again in the U. S. 
Supreme Court. A Baltimore, Md., appliance dealer 
states that no retailer is free to offer his customers 
price differentials in photographic goods because not 
only Kastman Kodak products but also competing prod- 
ucts are fair traded, and hence, he says, do not meet 
requirements of the Mc- 


“free and open competition’ 
(;uire Fair Trade Law. 

The dealer (Home Utilities Co., Ine.) wants the 
Supreme Court to spell out just what is “free and 
open competition.” 

The retailer also questions the right of ithe manu- 
facturer to fair trade products as part of outfits which 
are not fair traded when sold singly, and to fair trade 
as part of the outfits items made and branded by other 
manufacturers. 


A decision by the Supreme Court favorable to this re- 





tailer would seriously mjure fair trade. The court, 
however, has been reluctant im recent years to con- 
sider most fair trade cases, so lower court decisions 
upholding fair trade probably will stand. 

(Continued on page HO) ) 
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* The name on this box represents one of the 
? pee most important features of a Kwikset lockset 


—a feature that adds immeasurably to its 
value, nothing to its cost. This feature is the 


manufacturer's reputation. 


Residentia! builders buy more Kwikset ‘400’ 
line locksets than any other brand. They know 
Kwikset’s reputation for locksets made to 
highest quality standards, sold on a one-price 
policy to selected, recognized distributors 

and backed by Kwikset’s famous unconditional 


guarantee. 





To sell more locksets, display Kwikset ‘‘400” 


line with the extra feature money can’t buy 
New, improved Kwikset ‘'400” 


line packaging—color-keyed —the finest reputation in the industry. 
for easier identification 





: 
: 
' 


“America’s largest selling residential locksets” 





KWIKSET SALES AND SERVICE COMPANY «© ANAHEIM, CALIFORNIA 
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LATEST 





Form, Finishing Tool 


This tool, called Surform, can be 
used to form and finish all types 
of surfaces. [t is composed of 450 
separate edges which are set at a 
45 degree cutting angle. Each blade 
acts like a tiny block plane with the 
chips passing through semi-circu- 
lar throats above the blades thus 
preventing clogging. 
sure is needed, for the Surform 
determined by the cut- 


Little pres 


vut-depth is 















ting strip which can be replaced, 
Surform comes in two forms. One 
looks and is used like a plane and 
the other like a rasp. Stanley Tools 
Div., The Stanley Works. 


For more data cirele No. 1 on posteard, p. 59 


Outdoor Flashlights 

This Eveready flashlight is called 
the Strapper. It features a raw 
hide strap so the user can tie the 
light to his wrist or belt. This two- 
cell unit has a suede-like finish 
which is weatherproof. The flash- 
light has a non-rolling plastic lene 
guard, chrome lock switch and 


i2 


INFORMATION ON NEW 





button and shock-absorber 
lamp from 
Available in six unit counter dis- 
play No. 58, 
Div., Union 
Corp. 


signal 


which protects falls. 
National Carbon Co 
Carbide & Carbon 


For more data circle No. 2 on postcard, p. 59 


Lightweight Sabre Saw 

This lightweight, portable jig- 
saw is seven saws in one: rip, cross- 
cut, coping, jJix, band, keyhole and 
scroll, There are three blades to cut 
plastic, compo board, hard rubber, 
leather, tile board, metal tile, alu- 
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minum, non-ferrous metals and 
wood up to 1 in. thick. The Weller 
sabre saw has a cast 
with a forward suide 
knob and a finger-molded erip 
Weller Electric Corp 


For more data circle No. 3 on postcard, p. 59 


aluminum 
housing, 


Outside Micrometer 

This micrometer checks wall 
thickness of tubing, locates holes, 
checks slots and measures grooves 
This unit has an extra small diam- 





eter anvil, small enough to enter a 


‘) 
>) 


42 in. diameter hole or slot. The 
anvil is easily replaced. There is 
a non-glaring chrome finish on the 
thimble and hub, and black ename! 
on the heavy-duty ribbed hal! 
frame. Zero to 1 in. range by 
1000ths. Plain thimble $19 or 
ratchet cap $20. Lufkin Rule Co 


For more data circle No. 4 on postcard, p. 59 


Electric Alarm Clock 


(Customers with children will be 
alarm clock. 
This Ellsworth model has a non- 


interested in this 


breakable case of Cycolac which is 





1956 





Want more information on these 
products? Then use free post 
card on page 59. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 








guaranteed for 5 against 
Mod- 
ern styling is only 6%4 in. wide and 
3% in. high. 


years 


cracks, chips, dents and peels. 


Has sweep alarm in- 
dicator, insistant alarm and comes 
Retails 


General 


in two color combinations. 
at $8.95 Westclox Div.. 
Time Corp. 


For more data circle No. 5 on postcard, p. 59 


Stainless Kitchenware 


This company has added six lines 


of stainless steel kitchenware to 
its Ekeo and Flint brands. Flim 
stainless steel kitchen tools Cillus- 


trated) have a tapered look. Stain 
less covered roasters come with and 
Klint adds 


handles 


without copper bottoms 
four 


cover 


casseroles with and 


Stove-to-table bakeware by 








Kkco is available. Stainless cutlery 
and bakeware also join the Flint- 
Rkeo Producta Co. 


For more data circle Ne. 6 on posteard, p. 59 


Ware line. 


One-Unit Masonry Pin 


A hole is drilled in the masonry 
for this Pin-Grip masonry anchor 


and the anchor inserted. The pin 
is then driven flush with the anchor 
head with an ordinary hammer. 
As the pin goes in it spreads fou 
expanding prongs which grip the 
surrounding masonry. ‘The pin is 


made of stainless steel and the body 





of bored aluminum. A wide range 


of sizes is available. Star kapan 
StLON, 


For more data circle No. 7 on postcard, p. 5% 


Power Chain Saw Line 


This four 
saws to its power chain saw line. 
Model 44 is the expensive 
and has float-type carburetor which 


company has added 


least 


enables cutting in most positions 
Model 46 (illustrated) has a pistol- 
grip and cuts in all positions. The 
Advanced DD has an automatic 


(Continued on page 56) 





TO HELP YOU 


SELL 





[ } Se shag a Ba 





AND OTHER DEALER 
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Bee a 


Complete Tool Display 


You can boost impulse sales by 


displaying a complete line of hand 
this No. 303 V-Line mer- 


tools in 








Qhyver 200 


chandising unit. popu 
displayed 


This unit, 60 in, wide, 19 in. deep 


larly priced tools are 
high, serves as either 
Print- 
tickets for 
Complete 


and 26°, in 
a counter or island display 


ed price and number 


every tool are furnished 


tool assortment and (fixture sell 


for $198.23. Through special bonus 


plan dealers may get fixture cost 
back by reordering V-Line tools 
Ville rs Falla ("a 


For more data circle Neo. § on postcard, p. 59 


Sanding Disc Display 

Here is a free display given with 
each basic order of these sanding 
The 


il powell 


discs sanding disc converts 
table saw into an electric 


(Continued on page 78; 
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For more How's the Hardware Business see page 98 


» Trading Stamps Bring Woe to Grocers 


» June Hardware Sales Register Big Gains 


» July Construction Spending at New High 


Trading Stamps Are Just As Big A Headache 
To Food Store Owners As To Hardware Dealers 


If you suffer from a trading 
stamp headache you'll find comfort 
in the plight of food store owners 
up to their ears passing out stamps 
and doing a lot more business with 
fewer dollars sticking to thei: 
pockets. 

HARDWARE AGE presented the 
trading stamp problem as it cur 
rently affects hardware dealers in 
the Aug. 16 issue, on pages 14 and 
75. HARDWARE AGE then turned to 
other industries to find out 
was happening in their fields. 


what 


Since food markets pass out 
more than half of all the trading 
stamps HARDWARE AGE went to 
Progressive Grocer, business 
zine in the retail food industry, 
for a look at the situation. 


maga 


That magazine recently checked 
on the experiences of 304 food 
markets handling trading stamps. 
These food markets were doing 
more business, but operating ex- 
penses were up and profits down. 

Here are the details of the Pro- 
gressive Grocer report: 

How do trading 
net earnings? 


afiect 


taking on 


stamps 
Since 


14 


stamps haif of all stores suffered 
a loss in profits. Two out of ten 
food stores had no change in earn- 
ings and only three out of ten 

(Continued on page 98) 


Building Activity Sets 
New Record During July 


Money spent for new construc- 
tion reached an all-time high in 
July, making up for the slowdown 
in construction during June, the 
(Commerce and Labor Depts. report. 

New construction in July totaled 
$4.2 billion, a 5 percent increase 
over June, 

In the first seven months of 1956, 
money is being spent for construc- 
tion put in place at a record annual 
rate of $44.4 billion, compared to 
actual outlays of $43 billion last 
year. At this rate it could mean a 
record sales year for builders’ 
hardware. 

Decreases in private home build- 
ing were more than offset by in- 
creases in industrial and commer- 
cial building and public utility con- 
struction. 


June Hardware Store 
Sales Up Over 13 Pct. 


Sales in retail hardware storer 
during June were $275 million, the 
Dept. of Commerce reports. This is 
$33 million, or 13.63 percent, 
higher than the $242 million in 
June, 1955. 

For the six months ended in 
June, sales are $1.321 billion. This 
is $79 million, or 6.36 percent, 
higher than the first half of 1955. 

Seasonally unadjusted estimates 
for the last three years are: 


(millions of dollars) 


1956 1955 1954 

January 175 170 165 
February 171 160 172 
March 207 196 196 
April 227 228 221 
May 266 246 229 
June 275 242 232 
Six month a on 
total $1,321 $1,242 $1,215 
July 238 233 
August 237 216 
September 251 230 
October 259 243 
November 244 246 
December 317 319 
Total $2,788 $2,702 
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|’ TAKES three things. Proper quality material to start 
W 


ith . . . superbly equipped plant ... and long-time 
experienced men to make the machines produce strong, 
well formed fasteners, by the millions... each one same 


as the next. 

That describes what’s back of every RB&W fastener 
And that’s why all your customers for RB&W machine 
bolts, carriage bolts, stove bolts, and lag bolts stay satisfied 
customers. 


WHAT THE RB&W DISTRIBUTOR OFFERS YOU 


The most complete line in the field 


Top quality throughout the line 
Complete reliability of supply and product 


Fast, accurate and friendly service 


yPer > 


The original upside-down package — extra strong 
for no-spill, quick, easy handling 


Next time you order, make sure to make it the RBawW line. 
Russell, Burdsall & Ward Bolt and Nut Company, Port 
Chester, N. Y. 


DISTRIBUTORS FROM COAST TO COAST 
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Cold heading machine, precisely set up, forms perfectly headed fasteners 


fe 4% 


' 
* 





Plants at: Port Chester, N. Y; Corapolis, Po 
Rock Falls, til. 






from coil 


How you get top quality bolts... 






3 
of wire 





TIIth year 


los Angeles, California 





NATIONAL 
HARDWARE 


Ga 


KEIL LOCK CO, inc crarucstonn: 
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suggested retail eee ) The only Bali Bearing Casters 
cactuat Size) Guaranteed by GOOD HOUSEKEEPING! 


AMERICAN TACK 6 REASONS WHT NEW 


NAIL-POINT BALL BEARING CASTERS 


INTRODUCES WILL PRODUCE MORE BUSINESS FOR YOU! 


. The only Nail-point ball casters on the market. Nail-point 


REVOLUTIONARY «Eases ce cadets 


3. Hardened, nickel-plated bails and housings for extra 








ae 


4, — ns on all surfaces! 
“NW yi / [ - / T ws 4, N $ 5. Fit all furniture legs — chairs, sofas, tables, TV sets, 


children’s furniture, porch furniture, hassecks, etc. 
6. Eye-catching Day-Glo color display card sells on sight! 





AMERICAN TACK COMPANY, INC 
Fiatiron Building, New York 10. WN. Y 


Ship the following and bill through jobber below dozen cards 
No. BC-1 Roll-A-Glide Ball Bearing Casters. Suggested retail 39¢ per card 


Your name Title 
Company name 

Address 

Jobber's name 


Address 


“—s.eseecececeen eee ee ee ee &@ & & 
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--» PROFITABLE CHOICE 
OF HARDWARE STORES 
for DEPENDABLE ELECTRICAL SUPPLIES 


» +. one line... one brand name... one quality 










“FLIP-TITE” spring-hinged 
Outdoor-Weatherproof 
SWITCHES * RECEPTACLES 





ee neil —_ 


ill 








For dependable electric supplies, depend on ROYAL ELECTRIC, thru 
your favorite hardware wholesaler. He'll be glad to set up your 








electric department with this famous quality line of well-known, 
profitable, packaged-to-sell staples. Ask for complete catalogs. 


ROYAL ELECTRIC COMPANY @ INC. 


General Offices: PAWTUCKET © RHODE ISLAND 
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ANNOUNCING 
the most dramatic home lighting 


development in 3 decades... 


A FULL LINE OF 


og 










~~ " 
af -uge? 


yy 7 7 "Op 
00 wee 
Q 





ONLY WESTINGHOUSE 
gives you this once-in-a-lifetime opportunity for EXTRA PR OF i7S/ 
























NOW ...Westinghouse goes all the way in the smart new trend 
to tinted lighting! 


Distwnatly Different Bulbs 


@ Add new beauty to furnishings, fabrics, complexions! 


@ Permanent inside silica coating banishes glare . . 


. melts harsh shadows’ 


@ Have exclusive Westinghouse LIFE-LINE FILAMENT for long, long life' 


@ All popular sizes. . . 60, 75, 100, 150, and 50/100/150, 100/200/300 watts! 


@ Only Westinghouse carries a full line of 3! 


NOW ...Westinghouse gives your customers 3 reasons instead 
of 1 to come out and buy new bulbs for all their iamps! 


for PLus-Business- 


@ All 3 are premium-priced . . . for higher, premium profits! (see below) 


@ 3 to make your store headquarters for all your customers lighting needs... 
including regular bulbs! (see back page) 


for Padus-Pro fits. 


Beauty Tene List Price 
light Bulb Each 
60-watt $0.27 
7 5-watt 29 
100- watt 29 
150-watt .32 
50/100/150 watt 69 


100/200/300 watt 89 


Case 
Quantity 
60 
60 
60 
24 
24 


24 


NOW ... Westinghouse gives you three times the sales appea/... 
three times the profit potential! 


Deaiers meke at least 
this much mere then 


on same case quantity 
of inside frost lomps* 


$1.44 


aired et 
[2SS5 








Everyone will want them! 


Never before have women been able to do so much for the 
beauty of their homes... and all for pennies! 


‘ 
a 


Exciting 4-color decorator ads pre-selling your customers on 


, om Veil (| Waites this completely new concept of home lighting! 


In Life 


in Better Homes and Gardens 


PLUS actual, in-home selling demonstrations by Betty Furness! 


They'll be featured on famous Westinghouse STU DIO ONE 
reaching into the homes and buying habits of 

20,000,000 people each week and on Westinghouse 
complete TV-Radio coverage of the 1956 POLITICAL 
CONVENTIONS with more than 95°, of America’s 
buying families tuned in! 


Everyone will buy them from you! 


— . 
“ay Only Westinghouse dealers will be in a position to supply this vast 
Now new market... because only Westinghouse makes all 3 ' 


Ch ale aal 
el 


Completely new concept of light bulb merchandising 
featuring unprecedented in-store selling aids! 


FREE! Lig, colorful display kit containing 
window streamers, price channel talkers, 
display card, novelty displays plus quan- 
tities of 6-page Consumer hand-out folder 
FREE Deluxe in-Store and with color chart by Melanie Kahane, werld- 
Window Background Display! famous interior designer! 





And dealers 
up to 


FREE Floor Stand with 


full assortment of new bulbe' 


EVERY BEAUTY TONE BULB SOLD 








Now! Decsrator Perfected Zgliting for every room... 


The new Westinghouse 


Prony, Tong 





The pink bulb that proved your customers wanted a change ...PLUS 2 MORE EXCIT 





100 100 we 











for a soft, warm light... rich creates a cool, 


and flattering! vast, airy atm: 


CASH IN ON THIS NEW HIGH-PROFIT LINE! - 


*Trade mark 


FULL LINE OF 
LIGHT BULBS! 


KCITING NEW TINTS that let your customer choose 





the most flattering light for any color scheme! 





‘ 


: ’ 
ae awl? "ee, 


U0 we 





a cool, spacious calm ...a pleasant glow softens 


ry atmosphere! shadows... adds dramatic quality! 


PLACE YOUR ORDERS WITH YOUR WESTINGHOUSE LAMP DISTRIBUTOR NOW! 





Full range tinted light bulbs Beauty Tone bulbs trip 





the impact of famous 
W estinghouse See Ability 
Center’ lead to bigger 


sales of all Westinghouse 
lead to FULL LINE SALES! “200 


wee? 


see-ability 
center 


Westinghouse 


INSIDE 
FROSTED 
Bulbs 


for all general ss tinted for the most 
purpose 


flattering home 
lighting’ 


lighting! 


Customers will be looking for this latest exclusive 
Westinghouse development in tinted bulbs . buying 
them in quantity, trying them in all their rooms! 
And, customers looking for new beauty through lighting will 
be interested in all the other nationally advertised Westing- 
house light bulbs! 

Get full sales, plus-profits from this new Beauty Tone 
buying spree by displaying the entire line together in 


Westinghouse 


EYE SAVING 
White Bulbs 


for reading, sewing, 
all close work! 


any one of 14 eye-catching, profil-doubling Westing- 
house “‘See-Ability Centers’’—available in all sizes for 
all types of lightbulb outlets! 


STEP UP STORE TRAFFIC AND SALES! 
Ask your Westinghouse representative for your copy of 
SEE-ABILITY CENTERS catalog! Ask for FREE new 


Point-Of-Purchase sales stimulators, too' 


WATCH WESTINGHOUSE 


WHERE BIG THINGS ARE HAPPENING FOR You! 


FREE TO ALL LAMP DEALERS! 


Six 100-WATT BEAUTY TONE BULBS (2 Each Tint) 


See how the soft giow of each of the 3 
different tinted bulbs adds new eqauty 
to your own home! Try them in ail 
your rooms! See why this isan opportu 


ss \ | \ : 
nity to sell the most important home- € we & & | 


lighting development in 30 years! 


Westinghouse Lemp Division, Dept. HA MAN COUPON NOW! 
MecArther Avenve, Bleemfield, N. J 


| wevid like te try off 3 NEW BEAUTY TONE BULBS in my own home! Rusch me—free 
of cherge — the complete trial kit! 


Name of Store 

Your Neme 

Address 

City Zone State 


Check one: | | | om « Westinghouse decier [| | om not yet a Westinghouse decler 











Layaway 
























Your budget selling promotion for cash customers 


to increase your Christmas sift and toy volume 


Why is layaway so important at this time of the year? 

First, layaway increases your Christmas volume. You do business 
now with customers who otherwise would go to stores that ease the 
credit aspect of the biggest selling season of the year 

Second, layaway gets your Christmas program off to an ear'y and 
fast start. 

Third, layaway stirs your staff to sell more. When price is a factor, 
layaway may be the deciding point that makes the sale 

Layaway is painless credit. It fits right in with the modern selling 
that has resulted in a huge volume of budget selling. Customers are 
pre-conditioned to budgeting monthly payments to cover luxuries and 
staples they might otherwise never own. But layaway is painless for 
hardware dealers because there is no risk of uncollected payments or 
loss of any kind. 

With a layaway program, your store is a savings bank for your cus- 
tomers. When the last dollar has been deposited, the bank is full, and 
ready to be exchanged for merchandise. 


What are the benefits of layaway? 


1. Added volume. ‘There are a great number of customers who can- 
not charge or pay cash for a big item. They will buy merchandise from 
the store which does the best job of promoting layaway. 

2. Full markup.. There are none of the profit-eating bookkeeping 
expenses common to various time payment plans 

3. Step-up tie-in sales. With pay as you go layaway, customers wil! 
add other needed items to the original sale. Since they are going to 
regulate their own payments in most cases they usually won't hesitate 
to buy a higher priced mode! 

4. Competitive advantage. Most chains and discount sellers are in 


(Continued on next page 
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Layaway: start 





We're 


c ' : ; 
storage of layaway purchases is important, to make sure customer 
receives actual merchandise purchased and to moake if easy for 


salespersons to find merchandise when payments are completed 


a fast turnover, cash and carry business. Layaway is not feasible foi 
them. The low-budget or credit-wary customer who dreams of a new 
power mower or pressure cooker will flock to the dealer who lets them 
pay as they can. 

5. Credit substitute. There are thousands of dealers who do not 
offer customers some form of credit. Many don’t because they never 
did, and do not want to change their policy. Others have stores in bad 
credit neighborhoods where collections lag, and forfeitures are high. 
Many others shun credit because they have layaway. 

While layaway can never be a complete replacement for credit, it 
serves as a buffer, and salvages a lot of lost sales in a no-credit store. 

6. Traffic builder. Every time a layaway customer enters your store 
to make a payment, he is a prospect for additional purchases either 
for cash or in addition to his already functioning layaway. 


But how do | get started? 


If you are considering layaway for the first time, and wonder what 

necessary to get started, here are six basic steps: 

|. Start early. Major chains began Christmas layaway promotions 
last month. Most hardware dealers get started in August or early 
September. If you wait until October, you may miss the boat. 

2. Advertise. Put a layaway sign in your window, and hang a big 
one prominently in your store. Include a use our layaway plan slogan 
in all advertising. 

4. Plan handling. Either buy string tags from a ticket manufac- 
turer (see sample illustration), or use carbon-copy cash or credit 
receipts for recording of payments. String tags simplify handling 
and recording. Tags or receipts are your only bookwork. 

1. Train your staff. Your salespeople will need briefing on the 
mechanics of handling layaway sales, and ensuing payments. 

liow you want them to write the tag or receipt form, and record 
payments, will be up to you. But make certain each salesperson 
handies transaction in the same manner 


>. Allocate storage space. Bins in warehouse, stockroom, or office 
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promoting now to attract Christmas customers conditioned to budget buying 





will be needed for storage of layaway items. Many dealers alphabetize 


bin sections to make packages easier to locate. Eight small bins of 
three or four letters (a/b/c/d) each will be ample to start 
Clerks should be trained in suggesting lay- 


6. Suggestion selling. 
a big layaway 


away. A cash or charge customer today may make 
purchase tomorrow. A hand mower sale may be stepped up to a power 
mower if the customer is short of cash. Layaway puts any price item 
within the reach of the low-budget customer. 

HARDWARE AGE asked dealers across the country how they handle 
lavaway. Here is the way they do it 


How much deposit is required? 


Deposit requirements vary from ano minimum, the customer set 


ting the amount, to a down payment of at least 20 percent. Dealers 
who ask a high deposit claim that a high initial payment indicates 
good faith in going through with the purchase. Other dealers claim 
that if you let the customer decide how much to put down the cus- 
tomer’s initial payment frequently is more than you wouid have 


required, 
How about instalment amounts? 


Amounts of monthly or weekly payment vary with item and price. 
Seasonal items, such as sporting goods have a shorter pay-off time 
limit than power saws. 

For Christmas layaways, customers are generally allowed until 
nearly the end of the selling season to complete payments 

On regular year ‘round layaways, time may run from one to six 
months, depending on season and price. 

It is wise to indicate at the outset that you enforce a once-a-month 
payment minimum 

Most customers in our buy-now-pay-later economy have been trained, 
economically, to make payments on a monthly basis. A monthly pays 
ment on a regular basis becomes a part of regular bill-paying routine 


How about failure to complete payments? 


‘ew customers fail to complete payments. The average is less than 
| percent of total layaway sales. Many dealers never had such a failure 
If customers do fail to complete payments the general practice is to 
refund the cash in full or to let the customer apply the amount paid 


in on some other purchase. 
What is the minimum purchase? 


There is no average. The amounts vary so much. Some dealers like 
to make the minimum around $20 

The important thing is to step up the sale by pointing out obviou 
tie-in items. There are dozens of attachments for most power tools 
And there is no end to related housewares, toys, and sporting goods 


Must items be stored? 


You must. This is important because at any time the customer may 
drop in to complete pay merit Should you be out of stock a sale would 
be lost and you would have a nostile customer on your hands 


(Continued on next page 
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| WEsTTOW, = memes 1617 WHT Cen 0 LAY-AWAY TAG 
' ! NO { 89 
| DEVITT’S EASY WAY : 
tons TO DO YOUR : 
| Christmas Shopping| | » 
a Visit our store and make your gift se- Sold By . 
20 lections, Make a small down payment, Fol- 





Christmas when you may call fer them or 


inetruct us te make FREE DELIVERY 








1183 


N° 








so | WO INTEREST or STORAGE CHARGES LAY-AWAY TAG 
Sk, CUSTOMER’S STUB 
bh PAUL J. DEVITT HARDWARE CO. Oe A a 
t First Ave. & Harmony St. ; dered upon recewpt of merchandise. Lt merchandise is 
& Coatesville, Pa. ~~ pee 
i i » id 

f ted « j ‘ 

, eae 6 e - 
RAF aw. ayer 6 Team COAST HARDWARE 


Above. 


mores layaway if) 


Af right, 


how 
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12169 VENT 
Pro > Li Ns E | Pa 


advertising 


rA & 40 STUDIO CITY CALI# 
hordwore dealer 0621 


store 











Q/ 


layaway tag. 


The 
though it is no different than a dozen others like 


custome! chooses, al- 
in stock. 


just a 


average wants the particular item she 


of 


[It certainly isn’t practical 


Storage problems with layaway items are really matter 
relocating goods you already have in stock. 
to 
in your inventory it won’t take up any more space if moved to another 


location 


say that you just don’t have room for layaway storage. If it is now 


What about payments? 


Most dealers use a simplified three-part ticket for their records. 
One part is given to the customer, another part is kept in an alpha- 
betical file in the office, and the third part is fastened to the mer- 
chandise. 

Payments are recorded on both office and customer copies 

When string tags are used, the top of the tag stays with the item, 
while the detachable bottom is the customer's voucher. Payments are 


noted on both. 


ls layaway a profitable promotion? 





Almost every dealer who tries layaway On a temporary basis winds 
up using it as a permanent aid to higher volume 

On a broad average about percent ol total yearly volume is done 
through layaway. Same dealers average from 10 to 12 percent of 
Christmas volume this way. Individual dealers report 40 percent of 


total Christmas business attributable to well-organized layaway. 
In practical terms, this means a dealer who does $100,000 a year, 
with $35,000 of that amount concentrated in the Christmas season, 


about $9000, 10 
a well-organized and advertised layaway plan 


can attribute or nearly percent of overall volume to 
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Shopping center store 





61% of our sales are self service 


How a dealer increased his volume by opening a branch store in a new shopping 


center, and manages it as a self selection and self service operation 


Many hardware dealers try to increase profits 
through self-service operation. Other dealers 
seek higher volume by the opening of branch 
stores. 

An eastern retail hardware firm decided to 
attain higher volume by opening a branch store 
in a new shopping center, and planning it for 
self-selection and self-service. 

After one month of operating the new store 
the firm plans within two years to change over 
its main store to self-service. 

The new branch unit, opened last November, 
is part of the 20-store Rotterdam Shoporama at 
1300 Altamont Ave. in Schenectady, N. Y., on 
the edge of the city. The center includes free 
parking space for 800 cars. 


(Continued on next page) 


View from rear to front of store. 
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61% of our sales are self service 





The G. E. Van Vorst Hardware 


Co. of 47 Mohawk Ave. in Scotia, 
N. Y., held the grand opening of 
its branch unit at the same time 
as the opening of the shopping 
center. 

Advertising for the center in- 
cluded full-page ads in morning 


and afternoon papers, supplement- 


ed by TV and radio station spot 
announcements. Costs of the ad- 
vertising were shared by Van 


Vorst’s and other merchants in the 
Merchandise 
distributed on the opening day with 


center. prizes were 
no purchases required for partici- 
pation. Registration build 
mailing lists for all the 


shopping center. 


helped 
firms in 


Pre-pack aids sales 


Don Millard manages the branch 
store and has three full-time sales- 


men assisting him, plus a part- 
time clerk to handle peak-hour 
trafic. By the end of the store's 


first month of operation 61 percent 
of the total sales volume was on a 
self-service 
To em- 
ployees of the store pre-package as 
many Included 
are sash weights, sash lifts, smal! 
strap and T hinges, house numbers, 
broken lots of ammunition, shelf 
and cupboard hardware, and items 
with a screw or bolt included. 


basis. 
expedite self-service, 


items as possible. 


Items are packaged in polyethe- 
lene bags with a cardboard at- 
tached for securing them to per- 
forated board displays. 

Pre-packaging and shelving of 
merchandise is shared by all em- 
Most of this work is done 
in the slower morning hours after 
the store’s 9 a.m. opening. 


ployees. 


All pre-packaged items are priced 
for 


speed 


customer convenience and to 
handling at the check-out 
counter. Stamped prices, string 
price tags and price stickers are 
used for marking. 

Each employee is responsible for 
making price changes in one-quar- 
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Perforated panels along wall units provides for flexibility of displays 





Ample room for browsing and tree 


by cross aisies 


ter of the store. These changes are 


made as soon as new prices are 
announced. 

Store traffic hits its peak between 
5 and 9 p.m. Many customers visit 
the the home from 


work, or after supper. The store’s 


store on way 


HARDWARE 


part-time employee goes to the 
store at 5 p.m. to take over pack- 
aging and re-stocking so that the 


cashier can remain at the check-out 
table continuously until the branch 
closes for the day 


The new store is 320x100 ft with 
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valance lighting is used above all 





wall displays 


The floor is covered with ray 
mottled linoleum tile. 

The 7 ft by 42-in. check-out table 
Onna: ames : _ is in an area at the main entrance. 
: y- Twelve islands, each 7 ft by 42 
in., a nail counter, power tool dis- 
play and a toy table comprise th 
floor display fixtures extending the 
full length of the sales area 
Islands have three or four shelves, 
depending upon the type of mer 
chandise featured. 

Islands are arranged parallel 
with four wide aisles from front 
to rear with six cross aisles to per 
mame r mit easy access for all displays 

- ) —, This also promotes better traffic 
aid 





circulation throughout the store 


~ . ; ; 
Part of wing used tor merchandise displays and sales area 


Three Months to Pay 

Radio sets, power tools and wash 
ing machines are among the big 
ticket items sold at the branch unit 

Deferred payments on big-ticket 
items are handled on a _  three- 
month's basis with 10 percent down 
and one-third of the balance month 





“oe ly. No carrying charges are made 
he 






~~ 


for transactions of this type. 
7 - 

The cash register records charge 
sales, cash sales and payments on 
account. Charge accounts are han 
died through the main office of the 
firm. 


Pianned and fixtured by Streater 





Industries, Ine. Spring Park, 

’ Minn., through its Chatham, N. Y.., 
ee branch, the branch store serves a 
e trading area with an estimated 


| opulation of 54,000 people living 
Don Millard, manager of the branch store, checks a record player in the mt 
CY Sige ee ae within a one-mile radius 
big-ticket display se 
Sales during the first month in 
business indicate that the branch 
——_ : | should gross about $65,000 in ita 
a rear wing 45x50 ft. For stock, rate departments. . 
: first year of operation 
work rooms and oflices, there is a Walls above display sections are = Cue 
rear room 14x45 ft. A display wall finished in Burgundy with the ceil- rhe management of the firm 
rear room. Four lines of two-bank fluores- sponsored by the shopping center 
Fach perforated panel display cent units extend the full length tores for the building of greater 
section has a different color to sepa- of the ceiling. Concealed fluorescent traffic. 
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There’s profit in 





* They are good traffic builders 
* They offer repeat sales business 


* Investment is low, turnover high 


If you are looking for a department that re selling artists’ supplies for 20 years. He carries 
quires little capital to start and is a good traffic supplies in every price bracket to meet the needs 
builder, consider artists’ supplies. of amateur and professional artists. His art sup- 

Amateur art is a growing hobby these days plies inventory of $1,000 turns about four times 
The numbered paint sets on the market several! a year. 
years have spurred many persons to try their Mr. Fischer is an amateur artist, and has 
hand at original work. This means more profit established his store as artists’ supply headquar- 
for some dealers. ters. He is constantly promoting activities of 

One dealer who has found artists’ supplies local amateur artists and creating an interest in 
profitable is Hugh Fischer who operates Fischer art as a hobby among other residents. 

Hardware in Beaver, Pa. Mr. Fischer has been One way he does this is by turning over a 











Customer looks at art supplies included in hardware store's 
complete paint department. 
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artists’ 





supplies 





Hugh f $< her wilh a samp! rf his own art work 
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window of his hardware s.ore four times a year 
to a local artists’ group for displays of members’ 
works. These window displays remind others, 
who may want to try their skill with a brush, 
that the store carries a full line of artists’ sup- 
plies. 

Every spring this artists’ group, of which Mr. 
Fischer is a member, sponsors a one-day exhibit 
in the local park. The annual exhibit is a popular 
event in the community. Last year it drew more 
than 1000 persons. 
BOO, 


Mr. Fischer did something else four years ago 


teaver has a population of 


to establish his store as artists’ supply head- 
quarters. He turned over a 20x40-ft second floor 
room in his storage building to the local artists’ 


the stor 


oge room he permits ijoca/ artist fo use tor a studio 








Fischer receives onl 


group for a studio. Mr. 


tue cost of coal for supplying heat during the 
winter. 

The group now has regular sessions with an 
art instructor and holds periodic meetings in 
the room. In addition, members go there to work 
on any art projects they may have underway. 

Mr. Fischer carries numbered paint sets in 
three sizes covering 20 subjects. These seta have 
the subject sketched in, with numbers indicating 
the proper color to be filled in to complete the 
painting. Mr. Fischer reports many customers 
who started with these sets soon try their hand 
at original works. As a result, regular artists’ 
supplies are the department's staple item. 

According to Mr. Fischer, it does not take 
much capital to start an artists’ supplies depart 
ment. He estimates a dealer can carry a fairly 
complete line for about $500. 

Mr. Fischer advertises his artists’ supplies 
department. He lists his store und?r artists’ sup 
plies in the classified telephone directory. He also 
uses classified ads under unusual gifts in the 
local newspaper during Christmas season. 


How classitied ads promote ort supplies tor Q 
hardware store at Christmas 








Orders ore written fo take advantage 


of quantity purchasing, and cash dis 
counts lead to better net profit. 


Here are four ideas that help a southern hard- 

ware dealer make a greater profit 

l-—Take advantage of cash discounts 

2—-Raise your prices when your supplier ad- 
vances his. 

3—-Advertise cooperatively when it is to your 
advantage to do so. 

4—Watch your collections on delinquent ac- 
counts, 

L. E. Thomas of L. E. Thomas Hardware & Paint 
Co, at 2438 Tulane Ave. in New Orleans, says, “Some 
of these things seem so obvious. The fact is that 
they are often neglected in the operation of a retail 
hardware store. 

“We find that these precautions can make the 
difference between a healthy net at the end of the 
vear and little or no profit.’ 

If the quantity is one which the firm can handle, 
it buys merchandise in large quantities to get the 
extra discount. Particular attention is given to earn- 
ing cash discounts for prompt payment of bills. 

When a recent 2 to 3 percent list price advance 
was announced for a line of paint, the firm promptly 
advanced its selling price on all affected numbers 

When practical, the firm uses cooperative adver- 
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Ways to 
cut overhead 
and increase profits 


Louisiana dealer takes advantage of cash 
discounts, participates in cooperative advertising, 
personally visits customers who have past-due 
accounts, raises prices when wholesale 

level advances 


tising material to take advantage of advertising 
allowances. Floor and window display tie-ins are 
used to take full advantaye of ads used by the firm. 

Personal calls are now used on delinquent ac- 
counts. Formerly letters were written to delinquent 
account holders. When letters failed to make col- 
lections, the accounts were turned over to a collec- 
tion agency. 

The former method added to the firm’s costs, and 
sometimes resulted in customer irritation. Upon 
occasion the firm lost a customer. 

Warren Thomas now makes the personal calls on 
delinquent account holders. 

lL. KE. Thomas says of this policy, “While he is 
courteous and ready to listen to good reasons for 
delinquency, he is also firm. It is more difficult to 
put off payment when a man makes a personal call, 
than it is to throw away his letters and forget them. 

“Our personal follow-up system has eliminated 
credit sale losses.” 

Arother cost cutter is effectively used in the ren- 
tal department. The Thomas brothers at one time 
had an outside firm do service and repair work on 
its rental sanders. This work is now handled by 
the store. 
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How to boost paint sales 


I. Learn the needs of your community 


2. Stock paints to fill these needs 


3. Tell the community you have these paints 


To increase your paint sales, 
learn all you can about the different 
paints you carry. 

This is not difficult. You can learn 
much from reading the labels on the 
from the 


leaflets and brochures put out by 


paint cans and still more 


paint manufacturers 

Use these as your guide to estab- 
lish your store as paint headquar- 
ters in your community 

That has been the 
Pat K. Farrar and his son, 
who operate Ruidoso (N. M 
Their 
creased four times over what it was 
in 1952 when they decided to fea- 


ture the line. General 


experience of 
Leon, 
Hard- 


ware. volume in paints in- 


hardware 
sales also increased 

Pat Farrar says the paint volume 
went up because of his son’s study 
of product specifications and uses, 
and because of the physical layout 
of the department. 

Leon Farrar studie 
supplied by the paint 
ers. He then uses this 


information 
manufactur- 
information 
to recommend specific types of paint 
for individual jobs. The reason for 
this is that many homebuilders in 
the area use varied materials in con- 
structing their homes. One type of 
paint cannot be used to cover all the 
walls in a house. 

The Farrars check 
customers on painting 
results to make sure 


constantly 
with their 
there is no 
waste or loss. 


The larrars also use ¢ olor cards. 
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Leon Farrar says, “They do an e» 
cellent selling job. | find you cannot 
have too many in full view of the 
customer to aid in color selections.” 

The paint department is in the 
front of the store along a wall fac- 
ing the highway so it will attract 
passing motorists. Ruidoso’s busi 


ness section is located along a high- 


Leon Farrar hangs 


= 


Oo new color ¢ hart in the paint dept 


way. Most shopping is done by mo 
than 


arranged 


torists rather 
Store 


ingly. 


pedestrians 
fronts are accord- 

Pat Farrar says his arrangement 
of the paint department to attract 
passing motorists pays off. Motor- 
ists account for about 20 percent of 
the store's paint volume 


wiment 


es oe we 
eae 











Display and promotion 


build pump business 


That merchandise well displayed is half of the 
selling story is a principle well understood by 
many merchants. This is particularly true of 
big-ticket merchandise. And if you back up that 
display with manufacturers’ advertising mate- 
rial, you are taking advantage of sales aids which 
can make more people buy from your store. 

Klectric water systems are a necessity in al! 
farms, non-farm homes and business places be- 
yond the water mains. And their possession 
automatically makes a person a good prospect 
for hundreds of dollars worth of big-ticket water 
utilization equipment. For this reason they war- 
rant prominent display. 


Store Owner Anderson demonstrates oa submersible unit, 
and explains its operating features. 


» ge A 


Anderson Supply Co. of Dows, lowa, serves a 
town of 1000 population, plus residents of a wide 
trading area beyond the water mains. It sells 
customers on the running water idea, and then 
promotes the purchase of other big-ticket items 
for kitchen, bath and home laundry. 

The firm uses in-store and window displays to 
tell and sell the running water story. Manu 
facturers’ advertising and display material are 
constantly used to back up store and window dis- 
plays. 

The firm keeps on hand a good supply of pumps 
for prompt delivery to customers. Pumps for 
(Continued on page 48 


Different sizes and types of pumps are feature displayed 
on a platform against a pine panel background. 
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Here is the hardware store with titty 


Yeors of hist 


The old and the new... 


is anniversary theme 


rifty years is a good, long time to be in the 
hardware business. When the Haut & Marcke! 
hardware store in Gackle, N. D., reached that 
aye recently it held a 50th anniversary celebra- 
ion, playing up the old and the new in hardware 
lines. The year 1906 was the theme. 

A table of valuable hardware merchandise was 
set up which could only be purchased with 1906 
h0-cent coin 

Interior walls were painted with scenes of 
wagon trains and prairies 

There was lively music and square dancing 
with prizes for high stevpers 

Gifts were given ti several customers who 
had made purchases back in 1906 

Many relics of hardware days gone by were 
on display during the event 

On a more modern note, 1500 sale broadsides 
were malled to regular customers. More than 
1200 Talisman roses and jonquils were given to 
women shoppers. A thousand balloons and 800 
lollipops kept the children happy. Men received 

pecial anniversary nail pencils 

Old time melodies were played on a publi 
address system. They were alternated with mor 


modern music played on an organ set up in the 


store. 
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The ladies aides of five churche oined 
in the fun. About 1200 persons we served 
lunch in the school auditorium. Music and dan 
inp followed The event was topped off with a 
presentation of a three-foot cake replica of the 
store, lighted by 50 candles 


There were free afternoon and evening show 


“ut the local movie nouse 


Basic hardware retailing hasnt changed mucn 
since ‘“‘the good old days.” 

“Our store provided quality merchandise at 
fair prices with friendly ervice in the 'yood old 
days’ of 1906, and weve maintained that polic 
while keeping abreast of changing times,’ said 


A. H. Haut, owner of Haut & Marckel Our Own 
Hardware 


“Designs have changed, but basic merchandis 
ing concepts haven't,” he said 

In 1906, Haut & Marckel had hitching post 
kerosene street lights, and a coal floor heate) 
Illumination was from gasoline-venerated gas 
lights that were lighted by hand. The town of 
Gackle was convenient for, and dependent on 
homesteaders, lately arrived and atill coming 

In 1906 the founders, A HH Haut and Amo 
Marckel, found that people, regardless whethe: 


((C'ontinued Om page 1%) 











Put glamor 


in your 
siftwares 


Attractive display and 

special gift-wrappings 

can sell more gift merchandise. 

A woman with a flair for decoration 


helps put appeal in displays 


Successful operation of a giftwares depart 
ment requires effective use of decorative ideas. 
the having 
keen interest in giftwares, 


attention of a woman 


and one with good 


It requires 
ideas for home decoration. 

If you utilize these ideas in the right man 
ner, your gift section will attract women from 
The 
big trick is to build a reputation for having 


your own and neighboring communities. 


variety suited to all tastes for people in high 
and low income brackets. 


Gift wrapping boosts sales 

If your salesclerk is well trained, she can 
frequently tradeup a person originally seeking 
a lower-priced gift to buy 
higher quality. 


merchandise in a 


most 
Show 
them your giftwares in the proper setting and 


People think of gifts for women, in 
instances, as something having glamor. 


follow that up with special giftwrapping ser 
vice, and you have highly effective sales aids 

As the result of using such ideas Frank Hay 
of Hay’s Hardware in Storm Lake, Iowa, has 
in the past four years built a gift section which 
attracts people from many miles around. Mr 
Laan 
7,000 population, but he knows that small-town 


people like glamor in a giftwares department. 


Hay’s store is in a community of less 


The department is in charge of a woman. 
who is keenly interested in giftwares, and who 
has a talent for creating and window 
displays to stress quality merchandise. 


store 
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Egg crate display unit ornamented with gilded Head Ng 
helps highlight gift suggestion in tirm': 





Step Up display shi ws 
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This is the second part of an article started in the 
Aug. |6 issue of Hardware Age, page 84, on how to 
build up customer acceptance of your store. Part Ii shows 
how advertising can lead a customer to associate your 


ow to doa better job of advertising 


store with service, integrity, and quality as well as mer- 


chandise. This entire article is based on a talk last year 
before a regional meeting of dealers of Janney-Semple- 


Hill Co., Minneapolis, Minn., wholesaler. The author is 
account manager of a large advertising agency. 


Do your customers come to your 
store for all their needs? 
automatk 


Do they buy their 


washer from a chain store, and 
come to your store for the COUDp- 
lings? 

Mr. B out on Route 1 was think- 
ing about mending his fences and 
putting a new lock on his too! shed 
Where did he go for his needs? 

Does Mr. B think of you when 
he wants a pound of roofing nails, 
but not when he wants to buy a 
gift? Will his wife think of you 
when she needs an extension cord, 
but not when she needs a special 
pan to bake a fancy cake? 

[In other words, will a prospec: 
tive customer associate his needs 
with your store? 

You've heard of association of 
ideas. 

You see a picture of George 
Washington and you associate it 
with truth, leadership, and tremen- 
dous courage. 

You see a picture of another 


George, say George Brown, who 
went to school with you. You as- 
sociate the picture of this (,eorge 
with the fun you had together as 
children. 

You see a new shotgun, and you 
associate it with your favorite re- 


triever and hunting trips seing 
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a hardware man you also associate 
it with your inventory sheets, dis 
play cases, and sales problems. 

It is your objective to get pros 
pective customers to associate their 
needs with your store. 

Are you doing a good enough 
job of advertising both the prod- 
ucts and your establishment to get 
customers acting on an automatic 
association of ideas? 

Have your advertisements been 
reaching them often and regularly 
enough to develop a mental habit 
in your favor? 


do your ads talk in terms of the 





How’s your advertising? 


HARDWARE AGE’S Hardware 
Dealers’ 
written by William A. 


Advertising Manual, 
McKay 
and published in 1955, will be 
given to every dealer who sub- 
mita exam ples of consistent ad- 
vertising which helped promote 
store acceptance aa well ag mer- 
chandiae. Send examplea of ad- 
vertising to Editor, HARDWARE 
AGE, Chestnut & 56th Sta. Phila- 
de lphia 39, Pa. 





Part Il 








by Harold M. Baum 


Association in advertising 


customer's interests as well as the 
right kind of emphasis on thi 


name, services, and location of 


your store? 

Advertising is your tool 

If vou don’t believe in scratching 
up a field with your finger nai's 
when you could be using a harrow, 
then you shouldn't be trying to 
build up a business the tough way 
Advertising is the harrow to break 
through the crust of customer re 

istance 

We try to think in terms of cus 
tomer need, so that ads will appeal 
to them more. 

We advertise storm lanterns in 
hurricane or tornado seasons, elec 
tric items or fancy trays fo 
Christmas, and fertilizers and 
hovels in the early spring 

In each of the advertisements 
the name and quality of the store, 
and services like credit and de- 
livery should get consistent play 
so that something besides a singu- 
lar, once-a-year item is sold. 

You sell housewares, but your 
customers don’t buy houseware« 
They buy more efficient cooking, 
more storage space in the pantry, 
or an easier way to peel potatoes 

Associate these ideas with yout 


store name in advertising this 


(Continued on page 48) 
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Writing in defense of “Tobacco 


Road,” 
ran for 
Atkinso 


deplore 


tidious 


tain that the theater should be yend me some younger men 


devoted 
human 
human 
ruption. 
not to 
ards or 
but to ft 


people \ 


Here's another vote, this time 


from G 
Can't P 


confidential report made by M 
honcour, 
minister 


He w 


years in New York, Brooks 
mn once said in the New to he put te hed with hot-water 
York Times, “It is one thing to 


sensibilities. But to main as a 


promote a code of stand 


‘rote to his cabinet back 


Part XII 


Editor's note 

o ‘¢ | es . f f s} ‘ } j : ¢ 
eqiers Qi pou > lIOwMaNship into their promotions. show 

manship is the element that makes the difference between 


lhis is the twelfth article in a series on how 


Qa good, protitable promotion and a weak, non-produc five 
effort 
how to improve your promotions by using showmanship. The 
first article in this series, ‘Strike up the Band,” appeared in 
HARDWARE AGE, Aug. 18, p. 94. The second article 
“Don't Tell Me. Let Me Guess.” was published Sept. 15 
p. 106; the third, ‘In this corner we have ' appeared 
Oct, 13 p. 124; the fourth “Don't torqet the cast ad 
peared Nov. 24, p. 61; the fifth, There's only one hero ge 
Jan. 19, p. 98; the sixth, “Not only a y forever, appeared 
March 1, p. 68; the seventh, "The » den Indian is dead. 
Mar. 29 p 4658: the eighth "Time counts.’ April 12. pop. 88 
the ninth, "Don't forget the ashes,’ May 10, p. 76: the tenth, 
% May 24, p. 76: the eleventh. “Spot 
Aug. 2. p. 64 


[hese articles will give you many usetul ideas ON) 


“Color Cons IOUS 


light the customer 


the oversexed play thal 


the theater's lack of fas No wonder Americans picture u 


to the fine aspects of the charm,” said M. Boncour. 
race is to imply that the 
race is 


The function of art is (lub in Washington was 


to maintain social ideals, 


Rand. 
ilbert Seldes’ book. “You 
rint That.” He tells of a plaint by a CIO unit to 
when French 
to the United States. 
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Showmanship in Business 


home, “Please stop sending 
your old men as speakers. 
look tired and worn out, and have 


bottles the minute they get 


feverish, exhausted 


The hit of the day at a luncheon 
innocent of cor of the Women’s National 


the Hollywood beauty expert. 
The all time high for attendance 

ell the truth about all the at the New York Sales Executives 

vho inhabit the world.” (lub was the day it had 


You may have read of the com- 


National Labor Relations 
foreign that it couldn't get a quorum 
labor meetings because 


night the company ran a free strip 

































by Zenn Kaufman 


S.A. in retailing .. . 


lease show in competition with 
the union 

Outside of sports events like 
football, baseball] and boxing, few 
forms of entertainment can sur- 
vive without some sex interest. 

Music has it. We have only to 
read the notes in the programs of 
the New York Philharmonic Or- 
chestra to see that there is a boy 
meets girl twist in music. 


Fashions sell hardware 


Books certainly have it. 

In a recent issue of the New 
York World-Telegram is a story 
of an acrobats’ convention iit 
which the chief bit of business 
was the unanimous passing of a 
resolution advocating more sex 
appeal in tight rope walking. 

Of course, it isn’t difficult to 
conceive sex tie-ups on cosmetics 
beauty-aids, or fashion goods. 
Fashion is really sex with its 
clothes on. But don’t think for 
a second that other goods can’t 
be promoted with the same theme 

Leaning into the fashion idea 
though with a slightly humorous 
twist—-store manager J. P. Moli 
tor of Kendallville 


constructed an Easter display tak 


Hardware, 


ing off on current styles in wo- 
men’s headgear 

His wife borrowed models from 
nearby hat and department stores 
Mrs. Molitor and 
made hats for the models com- 


friends then 


posed entirely of items sold in the 
hardware store. 

The exhibit drew crowds of 
amused and amazed people and 
aroused such interest that after 


Continued on page 44) 

























New... Colorful... Exclusive! 


UNIVERSAL 


Pour- Eady 


VACUUM BOTTLES 
with 8 Revolutionary 
New Features 


Here are the most revolutionary new vacuum 





















bottles in the 50 year history of the industry. 
Styled in colorful pastel shades, the new 


Universal “Pour Kasy™ Vacuum Bottle 


EXCLUSIVE 
MARKET TESTED 
COLORS 


Red-Orange and Grey with Blue 


will virtually sell on sight. The 
exclusive bottom opening for 
easy replacing of glass filler is 
just one of the 8 big new 
features that will place 
UNIVERSAL first in vacuum 


bottles that really move. 


Creen cup. Yellow and Grey with 


Violet-Blue « up 


DRIPLESS PLASTIC 
POURING SPOUT 


Easy toclean... 
Stays clean 


pours like 
a pitcher... 
never drips 

















No. 2680 Pim No. 2681 Pint 
No. 3580 Quart No. $381 Quart 
No. 3344 Quart 


with 1 nested cups 





1090 Workman's Lunch Kit 
1091 Aluminum Lunch Kit 






“SHUR-GRIP"’ 
CASE 


KALEEN-SEAL. 
STOPPER 





EAS VY-OWN 
EAS V-OFF CUP 
























Hands won't slip on this The new flexible stopper 









Newly designed, shock 
makes positive seal. Stays 


+ 


resistant plastic cup exclusive corrugated 


case. Bottom opening ‘sweet, easy to clean. 


seals tight, or comes off 








permits convenient re- Has tab for easy removal. 


just as easily, with a 
















“twist of the wrist.” placement of 
glass fillers. 
New interior 


shock absorb- 






er mounting. 
LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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FREE <==": 
= VACUUM BOTTLE 
| Out—(— 0A 


Shopper Stopper 


FULL-COLOR DISPLAY 


Here's a self-selling display that’s a natural for busy 
dealers. Takes up small counter space, and the bottles geet tT 
will create impulse sales from casual shoppers. Holds 
four pint bottles, two quarts, and a workman's lunch 
kit. It's FREE with your order. 


oy Raps A fag > -. 
ST a Pee, Sa 
* Eos, gee So 
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CONTAINS RETAIL TOTAL 
1—2680 Pints @ $1.98 each $7.92 
4—2681 Pints @ 1.98 each 7.92 
23380 Quarts @ 2.79 each 5.58 
2—3381 Quarts @ 2.79 each 5.58 
24090 Workman's Lunch Kits @ 3.25 each 6.50 
Shopper Stopper Display NO CHARGE Total $33.50 


Your Cost 21.36 


> YOU MAKE ‘12.14 or a BIG 36% 


et a a Pee ef his te ete x 


SELL THE BEST WITH UNIVERSAL 


Feature these “Pour-Easy” leaders in today's most complete vacuum goods line! 








THE ROADMASTER 
No 9OR5 $13.95 











THE HIGHLANDER 
No. 9686 $10.95 





THE FIESTA 

Copyright . F. & C. 1956 No. 9682 $12.95 

No. 9680 Jr. Fiesta 
(pint bottles) $7.95 














THE SCOTSMAN ~ 
No. 9683 $14.95 
No. 9681 Jr. Seoteman 

(pint bottles) $10.95 LANDERS. FRARY & CLARK, NEW BRITAIN, CONN. 


THE PICNICKER 
No. 9687 2 quarts $10.95 








WARWOOD 
GARDEN TOOLS 


And that’s the kind of 
merchandise you like 
to handle .. . quality 
you can recommend 
with confidence. War- 
wood Garden Tools 
are quality tools that 
bring repeat orders, 
and repeat orders 
mean satisfied cus- 


tomers 


Warwood Garden Tools are 
scientifically designed to do 
the job well. Accurately 
forged, they are sturdy tools 
made for long service. Han- 
dies are made from selected 
Ash and Hickory, clear fin 
ished. Tools and ends of han- 
dies are finished red and both 
bear the name Warwood 

your guarantee of 


quality .. . quality that 





sells. 


Warwood Garden Tools are care- 
fully packed in Warwood special 
ly designed shipping cartons, and 


are fully protected from scuffs and 





scratches. Shipped with or without 
handles. Warwood Carton Packaging 





in correct carton quantities to provide 
for jobbing distribution without un 
packing and repacking, furnishes a 


positive cost saving feature, and with 





out cost to you, when you distribute 


PROTECTIVE PACKAGING Warwood Garden Tools. 


all 








- 


Warwood Workmanship Makes The Difference! rag 


WARWOOD TOOLS FOR SINCE 1854 
GENERAL CONSTRUCTION 


Poems ~WARWOOD TOOL COMPANY horn 


MINING and INDUSTRY WHEELING, WEST VIRGINIA 


RAILROAD TRACK MAINTENANCE 














Showmanship in Business 





Kaster people continued to come 
and ask to see photographs of the 


display 


Another example the New 
York Telephone Co. has sold 
phones with a warning to girls 


that no phone means no date 


And example is fur 
nished by Reuben Donnelly Corp 


another 


seller of advertising space in the 
telephone company’s classified di 
rectory. When they ran @ 
contest in which the prize was a 
trip to a nite club, they played 
up the pretty girls angle. They 
even brought a stunning brunett: 
from the 


sales 


chorus to Donnelly’s 
sales meeting. Sales reached new 
peaks. The salesmen’s interest did 


likewise. 


Big stores use it too 
Electric Co. uses the 
same appeal in selling such mer 
chandise as sun lamps, when it 
shows a man surrounded 
miring women as a 


General 


by ad 
result of a 
healthy afterglow from sun lamp 
treatments. 


Following this same _ psychol 
Oey, automobile ads have 
shown the lucky boy or girl sit 
ting in a flashy convertible sur- 


rounded by members of the op.- 


many 


posite sex, 


Knowing the appeal that movies 
have when advertised 
“For Men Only,” a Ventura, 
Calif., merchant that same 
sign over a peephole to get wo 
men to look at his display. 

Radical? Not so very. Sel 
fridges, a conservative London de 
partment 


they are 


used 


store, used the same 
principle and packed crowds out 
front with a sign reading “For 
The Clean Minded” to sell towels! 
Even the naming of a product 
can provide a sex angle. Bras- 
and perfumes, quite nat- 
urally, have gone all the way with 
such names as Sensation, Allure, 
Fig Leaf, Intime, Scandal, etc. 


sieres 


Karlier we implied that fashion 
Was sex with its clothing on. 
Pontiac capitalized on this fact 
by running an entire advertising 
campaign under the theme of 









(Continued from page 40) 


“The Style of the Month Plus the 
Car of the Year.” The campaign 


was carried on in co-operation 


with leading fashion directors 


and ads appeared in women's 


mayazines showing illustrations 


of the latest clothing style along- 
side the new Pontiac 

Closer to home, the L-P Twins 
added a nice touch of sex appeal 
to the was convention. On a more 
Brooklyn Union 


elaborate scale, 


Gas Co. ran a style show to a 
quaint co-operating dealers with 
the latest in appliances. They 


used pretty girls who worked fo! 
the company, each of whom 
symbolizing the 
of the gas flame. 


wore 
a hat advantage 


Gene Fowler described, with 
considerable eloquence, a conver- 
Ward, one- 


Denver Poat, 


hetween Joe 
editor of the 


and a nameless cub reporter 


sation 
time 


The publisher of the paper once 
Ward 


This lad came to Ward on the sec 


wished a young cub on 


ond day on the job almost froth- 


ing with excitement, eyes bulg- 
ing; 

“Mr. Ward, l’ve got a sensa 
tional story!” 

“Well, what is it? Murder?” 


asked Ward. 
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They make your husband think he 


getting . square meal.’ 
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“NO, Sir | Was wWalkKiny (las 
past the East High 
looked and saw a 


night Denver 


School when |! 


lot of young people and they were 


doing they Were don't 
know how to put it. 
Ward folded his arms anda 


leaned back in his chal 
“Like Adam and Eve?” 


“Yes. sir, | counted 15 couples 


Right in the shadow of the high 


school 
Ward cleared hi tnroat 


Mr. Ward's punch line 


“Son,” he said, “this thing has 


been going on for thousands 0! 
years, maybe millions 

“Evidently your parents didn't 
enlighten you, so I'll try to de 
scribe the effects if not the 


cause—of this phenomenon 


“You can preacn ayainst this 


practice, denouncing what you 
saw, in every pulpit of the nation 
You may write books attacking it. 
You may create plays condemning 


it. You 


mies of the Lord as well as 


call out all the ar 
of the 
lnited States government, to sup 


may 


press it. But, son, mark my word, 

you will never succeed in making 

it unpopular with the masses.’ 
That Mr. Ward's 


times have thei! place in business 


ideas some 


is well illustrated by the success 
of the many gas promotions that 
have used a touch of sex appeal. 
The prime example, of course, 1s 


the was industry’s own Mrs. Amer- 


ica Contest in which beautiful 
women from coast to coast com 
pete for top honors. 

But even on a modest scale, a 


lot can be done, as for example, 
Light 


forth pretty girls in 


Washington Gas sending 
Eskimo cos 
tumes to promote air condition. 
itl} 

Lone Sta 
modern Kit- 


with per 


Or. more subtly. a 


Gas Co, exhibit of a 
chen and a cosmetic bat 
fume type analysis for each wo 
man, and free samples of perfume 
bearing the motto “theres a gas 
range to suit your type, too.’ 

So, next time you wonder if it's 
advisable to put a little sex int 


your campaign-—-and youre won 


dering if the wants it 


just take 


)) ible 


“4 good look around Vou. 
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er rete e 


Now match and mix hundreds of 








colors In minutes... in 3-gallon 





quantities ...with Pittsburgh’ — | 


Maestro Concentrated Colorants 


LE FO 
' Only 11 colorants for rubberized, alkyd and oil- 


base Pittsburgh paints for exteriors and interiors 















ERE’S just what volume paint users have been asking 
for! Hundreds of smart, modern colors that can be 
mixed in 5-gallon quantities quickly and accurately . . 
in high-quality rubberized, alkyd and oil-base Pitts 


burgh interior and exterior paints. 


@ Pittsburgh Concentrated Colorants make available not 
only the entire range of 300 MAESTRO COLORS* but also 
unlimited additional hues. And you get all these with 
11 colorants in 16-o0z., and 8-oz. tubes and only two 
tinting bases for each type of paint. 


@ This new Concentrates Colorant system saves volume 
users time and money! The colorants disperse speedily 
and thoroughly paint is ready for use in a few minutes. 


MAESTRO CONCENTRATED COLORS ARE AVANABLE FOR USE 
iM TINTING BASES OF THESE FAMOUS PITTSBURGH PAINTS 
(For interiors) (For exteriors) 


© WALLHIDE Rubberized © SUN-PROOF’ House Paint 
Satin Finish” Wall Paint 


© SUN-PROOF Trim Paint 
© WALLHIDE” Alkyd-Type 
Flat Wall Paint - SHAKE 4 SHINGLE Paint 
© WALLHIDE Giecss Enamel ® CEMENTHIDE Rubberized 
¢ SATINHIDE Enamel Masonry Paint 


Handy Color Deck for 

Painters & Decorators 
@ Pittsburgh makes this handy color deck 
available for painters and decorators. Wt 
contains large chips of the entire range of 


MAESTRO COLORS. 


p PittsBuRGH PAINTS 


PAINTS @ GLASS © CHEMICALS © BRUSHES © PLASTICS «© FIBER GLASS 








Meee Be. as. a 2 Be 7 i? a ee, 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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PRE-.SELLING 


FOR YOU 


September 


Beginning In September And Going 
Right ‘Through The Christmas Selling Season 
WELLER National Promotions Will Be 
aturating Your Area « More People Than Ever Before 
Will Want WELLER TOOLS... be ready. 


FALL ‘DO-IT-YOURSELF’ MARKET 


Weller ties-in with 3 special issues of home- 
craft magazines to cultivate 
do-it-yourself” market for you. 


Saturday Evening 


POST 





the fertile 


BETTER HOMES POPULAR 














OUTSTANDING TOOL VALUE is the big saies 


appeal for all Weller products. Their popular prices 





attract even the most casual handyman ... make them 


ideal Christmas gifts. 


POWER SANDER and polisher features straight- 


line action that goes all-the-way into corners, gives 
satin-smooth finishes. More than twice the sanding area 
of any tool in its price class. Model 700 414.95 


NEW SABRE SAW portable jig saw has strain-relief 


design that eliminates blade breakage; never needs lub- 
ricating. Cuts wood up to 1°" thick; curves, shapes and in- 
side cuts. Polished aluminum housing. Model 800 519.95 


COMPLETE SOLDERING KIT has everything 
needed for scores of home repair and hobby jobs. 
Instant heat Soldering Gun with dual spotlights, Solder- 
ing Brush, Soldering Aid and Kester Solder included. 
Model 8100K *7.95 


CHRISTMAS ‘'GIFT-BUYING’’ MARKET 


Weller tools rate tops at Christmas... and the 
full sales power of mass magazines will reach 
most homes in America during the Christmas 
buying season. 





MECHANIX POPULAR 
MECHANICS ILLUSTRATED SCIENCE 





FULL PAGE 


in color 








October 











COVER AD 4 PAGE 
full color COLOR INSERT 





November 






FULL PAGE 
11/10 
IRHA 11/24 





COVER AD 
full color 





December 








FULL PAGE 
12/10 
























COVER AD COVER AD COVER AD 
full color full color full color 
































Remember The Sales Impact Of The 
WELLER-LIFE promotion? Now WELLER Triples 
That Impact. . . 3 full pages. Be ready. 






















@® SATURDAY EVENING POST—full page, 
November 10 


@ BETTER HOMES & GARDENS—full page, 
November 


® IRHA—POST Family Gift Center, November 24 
® LIFE—full page, December 10 


PLUS COVER ADS 
IN FULL COLOR 


Ten pages pre-selling 
Weller for you to the hottest 
tool audience in America. 


NEWSPAPER MATS, COUNTER LITERATURE 
AND OTHER MATERIAL ARE AVAILABLE 
FOR YOUR TIE-IN PROMOTIONS 





CONVENIENT 
ASK YOUR WHOLESALER about the WELLER Dating Plan de- 


DATING signed to help Dealers order ample stocks in ample time to 
PLA N profit from the full impact of this promotion. 

















ELECTRIC CORPORATION 


601 Stone's Crossing Road, Easton, Penna. 





Display and Promotion 
Build Pump Business 


(Continued from page 36) 


both deep and shallow-well use, in- 
cluding submersible units, are 
shown just inside the visual-front 
window and on a platform with a 
knotty pine background. The display 
window has for a background kitch 
en ranyes and other big-ticket me 
cnandise 

Three experienced pump installa 
Lion and service men are full-time 
employees of the firm, one with 21 
years’ experience, the others with 
15 years of pump servicing to thei: 
credit 

Catalogs, circulars and posters 
provided by the manufacturer of 
the water systems line sold by 
Anderson's are used to tell the 
running water story. During May 
of each year the firm ties in with 
National Water Month 
with material provided by the man 
ufacturer 


Systems 


A large poster supplied by the 
manufacturer is prominently shown 
in the store for ready reference in 
discussing the right type and ca 
pacity of pump with a customer 
Mats supplied by the manufacturer 
are frequently used in a local news- 
paper, as are decals on the store 
window and on the firm’s trucks 


The Old and the New 
Is Anniversary Theme 
(Continued from page 37) 


homesteading pioneers, or resi 
dents, wanted proven quality, fair 
prices, and friendly service 

The large double store, the livels 
business it enjoys, and three thriv 
ing generations of the Haut familys 
attest to the success of this phi 
losophy. 

Mr. Marckel was a charter mem 
ber of Hall Hardware Co., 
1914 became Our Own 
Co., dealer-owned 
Minneapolis, Minn 

In 1945 Mr. Haut bought out 
Amos Marckel’s interest in the firm. 

Norbert Haut, son of the co- 
founder, grew up in the business, 
and is the present 


which in 
Hardware 
wholesaler, at 


manager. His 
his daughter Colette. 
and Colette's husband, Erwin BEis- 


son Kugene, 





48 


singer, all assist him in running 
the store 

Three generations of the Haut 
family have seen many changes in 
merchandise styles since 1906, but 
their method of dealing with cus- 
tomers is pretty much the same: 
fair prices, name-brand goods, and 
friendly, thorough service. 


How to Do a Better Job 
Of Advertising a Store 


Continued from page 39 


week. Think up and associate some 


other practical ideas with your 
store name next week. Combine the 
regular, habit-forming forces of 
repetition with customer needs. 

offering in 


the language of an activity of your 


Always make your 
customer rather than a commodity 
you wish to sell. Always have the 
offering strongly indentified with 
your store 

tricky advertise- 


headlines, and 


Forget about 
cute 
tunts Sell 
and the 


in the language of the cus 


ments, Crazy 


needed merchandise 


value of vour establish 
ment 
tomer. 
and 


Regularity follow-through 


should be your by-word. There are 
too many examples of dealers who 
get up a head of steam in starting 
a4 promotional campaign only to 
let it peter out, or abandon it be 
fore it has had a chance to make 
“4 real impression on customers 

It takes persistence, determina 
intelligence, a little money 
and a hard-boiled kind of faith. 

It takes the kind of faith that is 
knowledge, the kind 
of knowledge that makes you know 
that if you hit a piling often 
with a sledge 
hammer you will drive that piling 


tion, 


founded on 


enough 16-pound 
to the desired depth 

Human nature is just as predic 
table. Keep on delivering the right 
kind of messages, season after sea- 
son, with the right amount of im 
pact If you hit often enough and 
long enough, you will see habits 
and idea-association formed. Even- 
tually the combination will be 
driven so deeply and solidly that 
you can put the good will on your 
balance sheet as one of the big 
assets of your business 

Trying to squeeze in enough time 
for an advertising program ma‘ 
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be out of the question for you 
Yet you can’t afford not to adver 
tise if you want to grow. What's 
the solution? 

There are many advertising aids 


available at little or no cost. Some 
of the more prominent are: 
1. Wholesaler programs. Most 


wholesalers offer advertising kits 


for seasonal promotions several 


times a year. A typical offering 
is a broadside or catalogue, bearing 
your imprint, for mailing to your 
A kit of pennants, price 


cards, streamers, and trims 1s usu 


customers 


ally a companion piece. Cost is low 

2. Manufacturers’ ad mats. Most 
manufacturers offer ad mat service 
upon request, even if you do no! 
from Mats or 
electrotypes are usually free. Both 


buy direct them 


seasonal and staple goods are 


covered. In using mats, remember 
to include suitable mention of store 
and services 

3. Wholesaler and manufacture 
Many 
large group ads in which you can 
be listed 


tie-in ads suppliers run 
l'sually, all you have to 
do is stock the items to be pro 
moted. Here you can benefit from 
the impact of full-page ads 

1. Manufacturer's 
Many 


supply postal cards with your im 


return mail 
cards manufacturers wil! 
print to be mailed with charge ac 
count statements, or to be used as 
package stuffers. They carry items 
to be purchased by mail or tele 
phone 

5 Advertising agencies. For a 
nominal cost you can have a loca! 
agency discuss your problems and 
format to 


tress your store and items in ex 


plans, and work up a 


actly the manner you want. You 
can get just the individuality and 
approach you need for high returns 
in volume to offset cost 


C.o.d. Terminology Avoids 
Customer Embarrassment 


makes 
many c.o.d. sales but does not use 
that term. Cash-on-delivery trans- 
actions are called W.P.D. or “Will 
pay driver.” 

This idea was adopted when it 
was found that many customers ob- 


A Pennsylvania dealer 


jected to being told that merchan- 
dise is being delivered on a c.od 


DAsIS 


1956 

















®D ALUM 


,, READY MIXED 








20th Century reports: 


Dealers enjoy continued 
repeat business with popular 
Speed Aluminum Paint 














Alusinues Compeny of Americe 
730 Perk Avenue 


New York 17, B. YT. 








At tent toa wv. ?. ©. Mongey 
eles gin eer 


Dear Wr. Yourey 


We thought it « ibe af terest te you te hear of the eenderful 
success we are having wit! "hh Captery's SPEED ALIOINOe 


Pver since the day we eterted esing ALODA ALOMTWUM PIOREERFT in the 


aanefectare of aur SPER ALI WWOM, we heve bea enioving large 
volume repeset selee redey, Pen A WIN te one of oor largest 
ee.liing \* ome, 


“ur wide renge of sedvertising and prametim, supperted by your 
=m © ese! . rehandieing Progrem scares ue 7 
Cew@mtery's SR Siwy will stey rignt a ta 


ur ceseiers are re ‘ther eeeet * the 

hostness at they . yet wm WH YS, of Le proven 
by thets rere G. ave reece ed “any former’ 
mast er pe rere, es ference nm, ts “Te af crew wee ai 


preising *® remite they get wit? eh Century's SPER ALIWIW'W 


The 7h Century ” _¢ arr ier rporetiqn ie orew? * = #880 
etated wit? we A « * “a f Amertocs, avi we how thet this 
most pleesant friends! 7 eet @ long, Long tine, 


ery ‘truly yours, 
myer cey PAINT & VARWIGH COOP. 
7 ~ 
/ 


Z tat Jt tne 


Thectore ¥. Priedaam 
ales Manager 










































PIGMENTED WITH 


ALCOA ©. 





Msn, > 
ne gat ae 
Wane Preise ’ 


. 


on Site, Banat « var 


Twentieth Century Paint & Varnish Corporation 
reports great success with its Speed Aluminum 
Paint line, pigmented with ALCOA® Aluminum. The 
letter tells the story. Large volume reorders have 
made Speed Aluminum one of 20th Century’s hot 
selling items. Dealers report constant repeat busi- 
ness for this popular line of aluminum coatings, 
from painters, maintenance men and homeowners 
alike. This company has proved that aggressive 
selling of quality aluminum paints pays off big. 
Are you cashing in, too? 

ALCOA does not make paint, but ALCOA 
Aluminum Pigments are used in more aluminum 
paints than any other brand. Special for- 
mulas have been developed by your paint manu- 


THE ALCOA HOUR 
TELEVISION'S FINEST LIVE DRAMA 
ALTERNATE SUNDAY EVENINGS 
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ALUAAIN U AA 


ALUMINUM COMPANY OF AMERICA 


facturer to solve individual problems. Paints made 
to these formulas actually cost less, last longer, 
give utmost protection against heat, cold, sun, rain, 
smoke and fumes. 

Write today for ALCOA’sS two FREE booklets. They 
will help you sell more aluminum paint, and contain 
the latest information on aluminum paint and 
aluminum roof coatings. Use the coupon. 


Paint Service Bureau, Aluminum Company of America 
1735-H Alcoa Building, Pittsburgh 19, Pennsylvania 


Please send me your FREE booklets: 


Painting With Aluminum 
Aluminum Asphalt Roof Coatings Make Time Stand Still 


Name 
Company 
Addrew 


City lone Yate 
























” 


A natural for building 
“Do-it-Yourself” 
Sales! 








Fast-Moving 
National 


Weatherstripping 


Easier to sell! Easier to install! 
You'll 


yoursel{f”’ 


‘do-it 
National's 
‘They re fur 
nished ¢ ompletely machined 
punched 


big, ready-made 
market for all of 
weatherstripping products 


find a 


and 


with fastenings included in 
speedy 
prod 


to sell 


each box ready for simple, 


National 
prea kaged 


installation ‘| pep, @rnae hy 


uct wi attractively 
on sight 
the 


and normal store 


National 
will move 
fast If 
write us 


Just display 
line 


‘ omplete 
traffic 


these high-quality products 


your i ibber can't au py iv ve ul. 


look he , 
Maree 


Quick Sales... 
Nice Profits! 
/ 


COMPLETE LINE OF NA. 
TIONAL AND COLUMBIA 
WEATHERSTRIPPING * 
ST RIPL-TITE” ALUMINUM 
SIDING * PORCELAIN 
ENAMEL BUILDING 
PANELS AND SIGNS 





Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 





Weatherstrip Division 
2 Gateway Center, Pittsburgh, Po 








~ Washing [on 
News and Views 


(Continued from page 10) 





Dealers in Flood Areas 
Will Receive Protection 

Dealers whose 
cated flood 
receive added protection. 


lo- 


going to 


businesses are 


in areas are 
President Eisenhower has signed 
into law a bill that will let the 


ROV- 
ernment underwrite $3 billion of 
insurance for business and home- 
owners and make $2 to $4.5 billion 


available for long-term, low-inter- 
loans to flood victims. 

limited to $250,000 
and $10,000 per home. 
The loan program carries the same 


limits. 


eat 
(overage is 
per business 


This relief program is especially 
important at this the 


Sea80n early 


time 
began 
carry 


“as 
hurricane in 
August and 


October. 


may through 


SBA Offers Dealers Book 
On Importance of Location 
Hardware should 
the of present 
with an eye 


dealers ASSESS 
their location 
to the the Small 
Administration advises in 
leaflet Small 
Business Locations.” 

The leaflet, No. 13 in the agency’s 
series of small marketers aids, 
the should 
attention shifting 
the effect 
have on his business. 

The leaflets are 
SBA field office. 


value 
future, 
susINesSS 
a new 


“Sizing Up 


Says 
dealer 
© 


and 


smal] pay close 
population 


patterns they 


will 


available at any 


Government Unit Urges Cut 
In Taxes for Small Business 


Some hardware dealers would re 


ceive tax relief if a proposal by a 


= per lal government committee is 
adopted 
The { on Small 


business has recommended that the 


present 
be to 20 percent 
on business incomes up to $25,000. 


If the 


abinet (Committee 


tax on small corporations 


reduced from 30 


recommendations are to be 


adopted, the cut cannot come be- 
tore next January. (Congress re- 
convenes at that time 

Reaume reading on page 11) 





—_—— 
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inNGtIST ON D-P 









un 


buy, 


The 





they’re 
puttin’ thet 
durn DP 


Grade 


tell 


sell, 


of 


e | $e 


pound Cartridges 


and vse 


DP 


CARTRIDGES 


i? 


has, 


which 


Complete Line 


CAULKING COMPOUNDS 


& GUNS 


GLAZING COMPOUNDS 


SEALING COMPOUNDS 
PUTTIES 


D-P products 


val, 
Mechanics 


MASTICS 


GLAZING STRIP 


ROPE CAULK 


orrtse 





Preterred by Millions 


ere nationally 
advertised in Family Handyman, 
Grit. Hemecratt, Home Croftemean, 
House Beavtiful s Building Man 
Mechoni« tilustrated, Pepy'ar 
Popular 


Science, 


et« 


ee 


Wal, | swan 





Matter of fact, there’s nothing 


new fangled about using bulk 
D-P Caulking 
Compound or Caulking Com- 
in D-P 
| caulking guns, but Zeke hasn’t 
| heard 


everyone 


Practically 


is 


why so many people specify, 
D-P with 


confidence. Write for catalogs. 





| 
| 












BEST SINCE 1867 


DICKS-PONTIUS 


THE DICKS-PONTIUS COMPANY 


S302 Huberv 


Alexandria 





Va 


Dallas 





HARDWARE AGE. 


iltle Ave : 


Tex 


Decatur 





ALGUSI 


30. 


Deytern J, Ohie 


6a 


henia, 0 
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[his trigger controlled beauty is a standard 
Revere Ware lea Kettle—always a best seller 


never before offered at such a terrific saving 
Regular discounts, full mark up 


This offer is for a limited time only —retail sales 
at this special price of $4.98 will be authorized 
from August 15, 1956 through October 15, 
1956 only 





Heres Another GREAT 






2 1:3 at. Solid Copper Bottom Stainless Stee! 


Tea Kettle—Catalog #2701, single pack 


Write today tor one and two column Lewspaper 
mats. glossies or suggested lavout with copy for 


larger ads 


Here is your opportunity to make quick sales 


create new floor traffi 


Order today and avoid delay! 


Revere Copper and Brass Incorporated 


Rome Manufacturing Company Division 


Rome. New York e Clinton, Illinois e Riverside, California 
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Convention Calendar 


1957 









conventions 


shows 


conferences 




































































































































































































































For compiete deta about the 
the alphabetical 
19766 
September 
9 Bigelow & Dowse Fall Mer 
chandise Show. Needham. Ma 
9-12 National Builders Hardware Show 
10.11 Walter H. Allen Co inc Mer 
chandise Show, Dallas 
| / Franklin Hardwore & Supply Co 
Annual Convention & Stockhold 
ers Meeting Philade!p} g 
October 
|. 5 Nationa! Mardware Show 
/-19 National Mardware Convention 
23-25 Hardware Wholesalers Inc., 10th 
Annual Convention & Stockhold 
‘ Meet  - + W jyne 
‘$25 iwore VV} esa'\er' f 1 Ot) 
A i ¢ yantion & Stocks i 
Meet 1 Fort Vayne 
25 2/ Montana Mardware & implement 
Assn 
November 
4 ( tter & Co. Merchandise Show 
| 9 
18-20 National Garden Supply Deale 
2how, Chicago 
1967 
January 
6 8 Iino Retail Hardware Assn 
i. 9 Wester Retail Iimplerr ent y, 
Mardware Assn 
13-15 National Garden Supply Dealea 
Show, New York 
15.16 North Dakota Retail Hardware 
Asst 
20.22 Intermountain Assn. of Hardware 
& Implement Dealers 
22-24 Minnesota Retail Hardware A 
22-24 Mountain States HMordware & im 
plement A 
27.29 Pacit Northwest Hardware 4& 
Implement Assn 


Convention Check List 


con yention 





sted by dotes below ute 
stings following this quick check list 


LZ) £9 ‘ Kat kMHoardware Asser 
4 ; rg rm jwore 4, implement 
As 
29.3 jiana Retail Hardware Assn 
£9.35 nsyivania & Atlantic Seaboard 
’ rdware Assn 
February 
j. 5 WN Co ? Rato KHordwoare 
Asser 
A ©) aver, Mordwore % ly pie 
ment A 
} 1 No s§ Sport q C7 ; Acer 
Convent 
4. & New York State Retail Hardwore 
Aon 
WV i 6 Retail! Hardwore Ass 
y Reto Hardware Asst 
/ ( t Ret Hardware 
A 
Ales} Ret Mardwoare A: 
Z Stote iwore & In f lement 
fA ’ 
2 } » Retai! | rdwoare Assr 
13 ¢ tornia Ret Hardware A: 
11.12 OF lHordware Assr 
4 Nebraska Reta Hardware Assn 
17.18 Ar 1s Reto Mardware Assn 
19 West Vira Mardware A: 
19-21 Hardware Assn. of the Carolir 
19.21 Kentucky Retail! Hardware A 
19.21 Missouri Retail Hardware Assn 
19.21 Pacitic Southwest Hardware Assn 
20-22 New Enaland WHardwore Dealers 
A 
24.25 Mi: ppi Retail Hardware Assn 
24.27 Michiaan Retai! Hardware Assn 
March 
17.19 | ja & Georaia Retail Hard 
ware A 
19.21 South Dakota Retail Hardware 
As 
s1-Ag | jisiana Retail Hardwore 
A 












































tional 
Oct. 7 
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National Events 


American Hardware Mfrs. Assn. joint 
annual 


convention with the Na- 
Wholesale Hardware Assn.. 


-10, at Atlantic City, N. J. 
Headquarters, 
heim Hotel. 

secretary of the manufacturers’ as- 
sociation with offices at 342 Madi- 
son Ave., 
Thomas A. Fernley, Jr., is manag- 
ing director 
association 

Arch St., Philadelphia 3, Pa 


Marlborough - Blen- 
Arthur L. 


New York 17, N. Y. 
of the 


with offices at 





Faubel is 


wholesalers’ 
1900 


National Builders Hardware Exposi- 
tion, 


Hardware 


Sept. 9-12, at Chicago. Spon- 
sored by the National Builders 
Assn., managing  di- 


rector, John R. Schoemer, and the 
American Society of Architectural 
Hardware Consultants, acting sec- 
retary, 


William 8S. Haswell. 


York 22 


Ad- 
ministrative offices of both associa- 
tions are at 515 Madison Ave., New 


HARDWARE AGE, AUGUST 30, 


National Garden Supply Dealer 
Shows, Nov. 18-20, at Navy Pier, 
hotel headquarters, Morrison Hotel, 
Chicago, Ill.; and Jan. 13-15, 1957, 
at Kingsbridge Armory; hotel head- 
quarters, Concourse Plaza Hotel, 
New York, N. Y. Sponsored by 
Garden Supply Merchandiser Maga- 
zine, Baltimore, Md. 


National Hardware Show, Oct. 1-5, at 
the Coliseum, New York. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17. Frank Yeager, director. 


National Sporting Goods Assn. Con- 
vention and Show, Feb. 8-7, 1957, at 
Hotel Morrison, Chicago. Spon- 
sored by the National Sporting 
Goods Assn., 716 Rush St., Chicago 


11, Til. 

National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Assn., 
Oct. 7-10, at Atlantic City, N. J. 
Headquarters, Marlborough - Blen- 
heim Hotel. Thomas A. Fernley, 
Jr., is managing director of the 


wholesalers’ association with offices 
at 1900 Arch St., Philadelphia 3, 
Pa. Arthur L. Faubel is secretary 
of the manufacturers’ association 
with offices at 342 Madison Ave., 
New York 17, N. Y. 


Regional Events 


Bigelow & Needham, 
Mass., fall merchandise show, Sept. 


Dowse Co., 
¥, at company showroom and ware 
Needham 


house, 


Cotter & Co., Chicago, Spring Future 
Order Merchandise Show, Nov. 4-7, 
in company office warehouse, 
365 E. Illinois St., Chicago. 


and 


Franklin Hardware & Supply Co., 
Philadelphia. Annual Convention 
and Stockholders’ meeting at com- 
pany office and warehouse, 918-23 
N. Delaware Ave., Philadelphia, 
Sept. 17. 


Fort 
conven 


Wholesalers 
Ind., 10th 
tion and stockholders’ meeting, Oct. 


Hardware 
Wayne, 


Inc., 
annual 


23-25, at company warehouse, Ne! 
son Rd., Fort Wayne 


Walter H. Allen Co., Inc., Dallas, an- 
nual stockholders’ meeting and 
Merchandise Show at Statler-Hil- 
ton Hotel, Dallas, Sept. 10-11. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 10-12, 1957. Sessions 
and exhibit at State Coliseum, hotel 
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ORDER NOW- 





Real Profit Makers for 
Christmas Gift Selling 


McKINNEY 









DB 695—Colonial Dull Black Iron 
6 to a shipping carton 





K 695—Swedish (Relieved) lron 
6 to a shipping carton 


The McKinney Blue Ribbon Line is the complete fine 
quality line of mail boxes, popular for gift-giving. 
® heavy gauge materials 
® smart, distinctive design 
® beautiful finishes for long life and lasting beauty 
@ gift packaged in eye-appealing four-color gift boxes 
® over-all length 15 inches with magazine holder. 
Boxes are 6'2 inches wide by 10 inches high. 


Five handsome boxes for every traditional or contempo- 
rary home. Colonial iron boxes are rust resisting. Solid 





697-—Colonial Dull Black Iron 
with solid bright brass trim bright brass trim 
3 to a shipping carton 3 to a shipping carton 


Clacton. 


MAIL BOXES 





lifetime quality 
3 to a shipping carton 


brass boxes mean lifetime durability. They're ideal 
Christmas gifts for new home owners, new brides, and 
family giving. Show your customers this complete line. 
Here’s quality in a price range for every individual need 


Order the complete line of McKinney Mail Boxes 
Now—from your Jobber! Ask about the McKinney Mail 
Box Display Board. 






McKINNEY 


1715 Liwerpoo! W. Pitteburgh 31, Pa 


BP 696-—Solid Polished Brass, 


698 —Colonial White with solid 





Convention Calendar 































headquarters Whitley & Jefferson 
Davis Hotels, Montgomery. Charles 
Giles, 409 N. 23rd St., Birmingham 
3. 


Arkansas Ketail Hardware Assen. Con- 
vention, Feb. 17-18, 1957. Sessions 
and exhibit at Robinson Auditorium, 
hotel headquarters Marion Hotel, 
Little Rock. J. Wayne Tisdale, 908 
Rector Bidg., Little Rock. 


California Retail Hardware Assn. Con- 
vention, Feb. 10-13, 1957. Sessions, 
exhibit and hotel headquarters at 
Fairmont Hotel, San Francisco. 
Krueger B. Jacobsen, Suite 262, 
1355 Market St., San Francisco 3. 


















































Connecticut Hardware Assn. Conven- 
tion, Feb. 6, 1957. Sessions and 
hotel headquarters at Statler Hotel, 
Hartford. Ned Russell, Harris 
Hardware, Southport. 

































































Hardware Asan. of the Carolinas Con- 
vention, Feb. 19-21, 1957. Sessions 
and exhibit at Radio City Audi- 
torium, hotel headquarters Char- 
lotte Hotel, Charlotte, N.C. Martin 
F, Kaelke, managing director, P. O. 
Box 6215, Charlotte 7, N. C. 
















































































Illinois Retail Hardware Assn. Con- 
vention & Trade Show, Jan. 6-8, 
1957. Sessions and hotel headquar- 
ters at Pere Marquette Hotel, ex- 
hibit at Armory, Peoria. William 
F’, Ewert, 1194 Merchandise Mart, 
Chicago 54. 






















































































Indiana Retail Hardware Assen. Con- 
vention, Jan. 20-31, 1957. Sessions 
and exhibit at Morat Temple, hotel 
headquarters Sheraton-Lincoln Ho- 
tel, Indianapolis. W. J. Sheely, 964 
N. Pennsylvania St., Indianapolis 4. 












































Intermountain Assen. of Hardware & 
Implement Dealers Convention, Jan. 
20-22, 1957. Sessions and hotel 
headquarters at Hotel Utah, Salt 
Lake City, Utah. Leon L. Weeks, 
308 Continental Bank Bldg., Boise, 
Idaho. 




















lowa Retail Hardware Assn. Conven- 
tion and lowa Hardware & Appli- 
ance Buyers Show, Feb. 5-8, 1957. 
Sessions and exhibit at New Vet- 
erans Memorial Auditorium, hotel 
headquarters Hotel Savery, Des 
Moines. Philip R. Jacobson, Mason 
City. 


















































Convention, Jan. 22-24, 1257. Ses- 
sions and hotel headquarters at Cur- 
tis Hotel, exhibit at Minneapolis 
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Auditorium, Minneapolis. C. Jd. 
Christopher, 2110 Nicollet Ave., 
Minneapolis 4. 


Montana Hardware & Implement 


Assn. Convention, Oct. 25-27, 1956. 
Sessions and hotel headquarters at 
Hotel Rainbow, Great Falls. Nor- 
man ©. Blevins, P. O. Box 1152, 
Helena. 


Mountain States Hardware & Imple- 


ment Assn. Convention, Jan. 22-24, 
1957. Sessions and hotel headquar- 
ters at Cosmopolitan Hotel, Denver, 
Colo. Francis W. Reich, P. O. Box 
73, Boulder, Colo. 


Nebraska Retail Hardware Assn. Con- 


vention, Feb. 12-14, 1957. Sessions 
and exhibit at Omaha City Audi- 
torium; hotel headquarters, Fon- 
tenelle Hotel, Omaha. C. A. McCoy, 
825 Insurance Bidg., Lincoln 8. 


New York State Retail Hardware 


Assn. Convention, Feb. 4-6, 1957. 
Sessions and hotel headquarters at 
Hotel Statler, exhibit at Memorial 
Auditorium, Buffalo. Nicholas H. 
Kiley, Hills Bldg., Syracuse 2. 


North Coast Retail Hardware Assen. 


Convention, Feb. 3-5, 1957. Hotel 
headquarters New Washington 
Hotel, sessions and exhibit at Sena- 
tor Auditorium, Seattle, Wash. Mar- 
tin W. Danko, Route 12, Box 109, 
Fife Sq., Tacoma, Wash. 


North Dakota Retail Hardware Assn. 


Convention, Jan. 15-16, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Graver Hotel, Fargo. Miss 
E. J. MeGrann, 54% Broadway, 
Fargo. 





Minnesota Ketail Hardware Assn. 
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Ohio Hardware Assen. Convention, 
Feb. 11-13, 1957. Sessions and ho- 
tel headquarters at Hotel Cleveland, 
exhibit at Cleveland Public Audi- 
torium, Cleveland. John B. Conk- 
lin, 19% 8. High St., Columbus 156. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 3-6, 1957. 
Sessions and exhibit at State Fair 
Grounds, hotel headquarters Skir- 
vin Hotel, Oklahoma City. Aaron 
Gritzmaker, 512 Midwest Bldg., 
Oklahoma City. 


Pacific Northwest Hardware & Imple- 
ment Assn. Convention, Jan. 27-29, 
1957. Hotei headquarters and ses- 
sions at Davenport Hotel, Spokane, 
Wash. J. Malcolm Smith, 210 Em- 
pire State Bldg., Spokane 1, Wash. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Jan. 
99.81. 1957. Sessions and exhibit 
at Convention Hall, Philadelphia, 
Pa. L. W. Jenness, 707-710, 1616 
Walnut St., Philadelphia 3. 


Tennessee Retail Hardware Assn. 
Convention, Jan. 27-29, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Hotel Chisca, Memphis. 
Morris Jones, P. O. Box 784, Nash- 
ville. 


Texas Hardware & Implement Asen. 
Convention, Jan. 27-30, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Shamrock Hilton, Houston. 
R. M. Souder, 1108 Gibraltar Life 
Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 10-12, 1957. 
Sessions, exhibit and hotel head- 
quarters at Herring Hotel, Ama- 
rillo, Texas. R. B. Allen, executive 
secretary, 1408 4th Ave., Canyon, 
Texas. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 10-12, 1957. Sessions, 
exhibit and hotel headquarters at 
Hotel Roanoke. Roanoke. G. T. 
Omohundro, Jr., Scottsville. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 7-9, 
1957. Sessions and exhibit at Audi- 
torium, hotel headquarters Hotel 
President, Kansas City, Mo. W. J. 
Shaw, Suite 214, Werby Bldg., 3915 
Main St., Kansas City 2, Mo. 


West Virginia Hardware Assn. Con- 
vention, Feb. 17-19, 1957. Sessions, 
exhibit and hotel headquarters at 
Daniel Boone Hotel, Charleston 
James C. Fielding, 1628 McClung 

t., Charleston 1. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 5-7, 1957. Ses- 
sions and exhibit at Milwaukee 
Auditorium-Arena, hotel headquar- 
ters—-Schroeder Hotel, Milwaukee. 
H. A. Lewis, Stevens Point. 
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® For more information on these products and services 
use free post card on page 59. 


(Continued from page 


13 Cylindrical Lockset 

Hiere is the Aristocrat standard- 
duty lockset for higher-priced res) 
light 


all-steel 


dential and commercial use 


Lock has an mechanism, 
solid brass 5-pin tumbler cylinde: 
and screw-on roses on both sides 


All functions are available in 





hand 
Olling system to cover every situ- 


oiling system and auxiliary 


ation. Model 4D will cut in any 
position and has spade grip. All 
16, 20, 24 


Lombard 


models are available in 
in. sizes and bow type 


Governor Corp. 





Yor more data circle Ne. § on postcard, p. 59 























Screwdriver Ratchet wrought brass, bronze, or alumi- 
num and with backsets of 2%, 5 
(ustomers doing heavy work ” ) 
' i “4 | /, or 10 in. Independent Lock Co 
wit » BCTOWOPriVers and othe took For more data circle No. 11 on posteard. p. 59 
will be interested in this ratchet 











attachment. Although shown here 












Folding Door Hardware 


Here is aluminum hardware for 














sliding-folding interior door units. 








Assemblies are available for 3, 4, 




















and 5 ft wide areas and each as- 











sembly contains upper and lower 


tracks with pre-fixed end bushings, 














eight adjustable nylon sleeve pivots 








and steel screws. There are coun- 
tersunk holes in the tracks for the 


aCTeCWR 




















Panels accommodated are 
from 4 to 1% in. thick. Assem- 
blies list from $6.59 to $8.59. Ame 


ican Screen Products ("a 
































Fer more data circle No. 12 on postcard, p. 59 






with a screwdriver, the attachment 
can be used with over 40 other too! 
in this line. The extra 
the Palm-Grip ratchet increases 
leverage and eases work. The can get 
ratchet snaps into the handle, per customers interested in a starter 
mitting easy Kipton set. The Pride and Joy set consists 
Industries. of an 11 in. skillet, 24% qt saucepan, 
Por mere data circle No. 10 on postcard, p. 59 (illustration) for 


Copperware Starter Set 
that 
department 


radius of 





Here is a 





copperware set 
housewares 











tool change. 














inser- 


casserole 
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: 
b. 
making it a 


Lion in a saucepan 


double boiler, and a wrought iron 
candle warmer. The candle warmer 
can be used with these utensils or 
with a coffee carafe. Bridgepower 
Braae Co. 


For more data circle No. 13 on postcard, p. 59% 


Riding Power Mower 

Here is a riding mower than can 
The unit has stick 
type steering control which, when 


do many jobs. 


automatically stops the 
A Full-Flex hitching 
principle allows the mower attach- 


released, 


machine. 


ments to float free and pass over 





rough ground without cutting too 


closely. The unit can be equipped 
with six attachments: a 24 in. 
mower, 30 in. reel mower 
two gang 21% 
in. roller, 30 in. adjustable snow 


rotary 
mower assembly, 
blade and a half-ton 
dump truck. Simplicity Mfg. Co. 


Fer more data circle No. 14 on postcard, p. 59 


plow-grader 


Big Game Hunting Rifle 
This rifle, African 

rifle, meets the need of big game 

Alaska 


named the 


hunters in and northwest 















areas. The rear sight on this Model 
70 is adjustable for ranges up to 


100 yds. This 9% Ib rifle holds 
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Suggested Retail 
13 OZ. and 16 OZ, 
$4.25 
20 OZ. $4.50 


Packed 4 per 
Shelf Box 


Tubular Handles 


surpass all “Tubulars” in every test 


sz 
f 


: STRONGEST WHERE 
| STRAIN IS GREATEST 












AIRFRAME TUBE 
FUSED ON HEAD 


<— SOLID HEAD ——> 


ra 
CAN'T DENT AND 
LOSE ITS HANG 








Solid Head Fused into Tube for 
Double Strength Where Strain is Greatest 
CUSHION GRIP permanently bonded to handle by a 
Secret process . . . can't stretch or loosen 
TWICE THE WEARING STRENGTH of any other soft grips 
GRIP NOT AFFECTED BY SWEAT, GASOLINE, OR OIL 


in all normal use 


ENTIRE TOOL, including unsurpassed temper and balance, 
guaranteed not to break or loosen; backed by 30 years 


experience by the Originators of Unbreakable hammers 
and hatchets. 


BOOTH NO. 1 AT THE 
HARDWARE SHOW 


ONLY ESTWING GIVES YOUR CUSTOMERS A 
CHOICE OF EITHER “ONE-PIECE” HAMMERS OR 
“CORRECTLY CONSTRUCTED” TUBULAR HAMMERS 
order from your jobber today 

ESTWING MFG. CO., ROCKFORD,ILL. 
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four cartridges, has a 25 in. barrel, 
recoil pad and American 
Monte Carlo stock with checkering 


walnut 


on the pistol 
tetails at $295. 
ern Dir 
Corp. 


grip and forearm 
W incheater-Weat 
, Olin Mathieson Chemical 


Vor more data circle No. 15 on postcard, p. 59 


Key-In-Knob Locksets 
Here is a key-in-the-knob ex 
terior lockset marketed as part ol 


this company’s 5200 series. The 


lockset was developed for the mass 
market. A pin-tumble: 
mechanism makes keying-alike pos 
sible. The latchbolt 
type is designated number 5207 
the plain latchbolt 5237. 
have a five 


housing 
deadlocking 


soth types 
pin-tumbler iocking 
with a dual-purpose 
push button locking control on the 
interior knob. Yale & Towne Mfg. 
(0, 


For more data circle No. 16 on posteard, p. 59 


mechanism 


Sander-Grinder-Honer 
Here is a sander-grinder-hone) 

for the do-it- 

yourself craftsman. The motor de 


professional and 


velops up to 1/3 hp and turns the 


a 
> 


~ 


4 in. two-side honing stone at 175 
rpm. There is an adjustable too! 
rest bar over this wheel. A snat 
ter-proof safety shield protects th 
balanced yrinder A table furnishes 
a flat work area for sanding on the 
6 in. disc. This 3-in-1 unit sells for 
$49.75. Sunbeam Corp. 


For more data circle No. 17 on posteard, p. 59 


Two More Paint Colors 
Bonnet Blue and Candy Pink are 
the colors of the Waterspar enamel 
interior and exterior paints. These 
are available in addition to white. 
This paint was developed for use 


on children’s furniture and toys 
for it cannot cause lead poisoning 
if eaten. Pittsburgh Plate Glass 
(0 


For more data circle No. 18% on posteard, p. 59 


Rotary Power Mower 
Here is the 21 in. 
illustrated ) 


Roto-Clippe! 
model which is one 
of six in this line of rotary and 
reel-type mowers. This mower has 


‘ide discharge, rear wheel drive 


with a positive action clutch, which 


permits free-wheeling. The Clin 
ton 5 hp engine has a recoil starter. 
This unit retails at $168.50. The 
line starts at $61.95. Falls Prod 
ucta, Ine. 


For more data circle No. 19 on posteard, p. 59 


Little Pig Squeeze Toy 
Parents with little children will 
be customers for this plastic toy 
colored 
different 
with a flexible 


Five brightly pigs, each 


with a voice, are con 
nected vinyl cord 
and are set on wheels. The voices 
with the 


are made to vu rnyv te 
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This Little y Went To Market. 
Because the made of poly- 
ethylene they squeezed and 
without being harmful o1 


ishe - 


nitten 
being damayed. Retail $2 


Price Toys, Ine 


For more data circle No. 260 on posteard, p. 49 


Cleaner, Attachments 
Homemakers will be customers 
for this canister cleaner. Unive! sal 


cleaner has four swivel wheels fo! 


mobility. A floor nozzle, rug nozzle, 


round brush, drapery nozzle and 
radiator nozzle are included in the 
$49.95 retail price. The motor is 
mounted in the base for balance and 
easy opening. Throw-away paper 
bags are featured. Landers, Frary 
X& Clark 


For more data circle No. 21 on posteard, p. 59 


Carbide Masonry Drill 
The Arro-Core carbide drill has 
been added to this line of masonry 


drills. The Arro-Core drills only 


( onfinued or page 4 
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i CHECK CARD 
AN EXTRA 
Wl HARDWARE AGE SERVICE 











| A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 

Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 




































































get you all the information you need, quickly. 








FIRST CLASS 
PERMIT NO. uM 
(Sec. M9 FLAR) 



















































































New Yerk NY 
| BUSINESS REPLY CARD — 
| No postage necessery if meoiied in the United States en 
ae , nn 
POSTAGE WILL BE PAID BY eens 

} 

: HARDWARE AGE pcr seeca 
Please use this P. O. | Post Office Box 60 pest emi 
Box Address for Quick | Village Station — 
Check Cards Only : NEW YORK 14, NN. Y. pore 

Postcard valid & weeks only. After thal use own lefferhecd fully describing item wanted 8/30/56 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New” columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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HYDE PAINT SCRAPERS 


BEST KNOWN «+ BEST SELLING + MOST COMPLETE LINE 


the REGULARS | the RED KNOBS 


cabinets and tables-No. 80 








The tool is to remove paint 
from cabinets, tables and 
other similar surfaces. The 
2'2"' double edge, high car- 
bon steel blade is easy to ad- 
just for hard to reach corners 
No. 80 scraper, ‘2 doz. in box 
Ship. wt 24 Ibs 


small surfaces -—No. 79 


This scraper has a 1'2"' double 
edge, high carbon steel blode to 
scrape off paint from doors, cab- 
inets, moldings and other small 
surfaces. No. 79 scraper, | doz 
in box. Ship. wt 3 Ibs 


window frames-—No. 78 


Smallest wood scraper for window 
frames and narrow surfaces. Features 
1” blade. | dozen per box. Shipping 
weight 1% Ibs 





blades for all scrapers 


No. 80-3, 2%" blade for srapers 
Nos. 80, C83 and C86. 2 doz. in pack, 
ship. wt 10 oz 

No. 79-3, 1%" blade for scrapers 
Nos. 77 and C85. | doz. in pack, ship 





4 oz 

No. 78-3, 1°’ blade for No. 78 scraper. | doz. in 
pack, ship. wt 4 oz 

No. 82-3, 5’ blade for No. 82 scraper. ‘2 doz 
in pack, ship. wt ll oz 


sharpener —- No. 84 


wrt 





To sharpen all Speedster Scraper blades, | dozen 
in box, shipping weight — 2 Ibs. 12 oz 














house and boat - No. 82 





Designed to remove paint from clap 
boords or lap siding on houses, boot hulls 
and large surfaces, this 2 hand tool is 14 





~ long and features a 5 double edge, high 

s ' corbon steel blade. The blade is easily od 
saa sie justed for hard to reach corners of removed 
ot - by loosening the red head knob. Chrome 

\t ais) *T" head on knob serves as a hammer to drive 
: “s 

\ ete in nails. No. 82 scraper, ‘2 doz. in box 






Ship. wt 7 Ibs 


floors and doors -No. 83 


The red knob makes it easier 
fo scrape off paint. This two 
handed tool features a 2%" 
double edge, high carbon steel! 
blade. Red knob handle with chrome head 
to drive in loose nails. Hole in handle to 
hang over workbench. Packed “4 dozen to 
self-serve card of individually carded 
dozen in box. Shipping weight 3 Ibs 
12 on 


small surfaces —-No. 85 


Features 114" double edge, high 
carbon steel blade. Designed for 
paint scraping of small surfaces This 
scraper has a red knob with chrome 
hammer-head, and a hole in handle 
to hang over workbench. Packed ‘4 
dozen to card or individually corded 

» dozen to box. Shipping weight 
2 Ibs. 6 o7 


scraper-sander 
two-in-one tool -No. C8 


Scrape point, then sand 
the wood for refinishing, al! 
with this one tool. The 2'% 

double edge, high carbon 
stee! scraper blede is adjust 
able for corners and is inter 
changeable with an attach 
ment which holds a 7% x 
7 strip of sandpeper. indi 
vidually carded, packed ‘« 
dozen to box Shipping 
weight 3 ibs. | oF 





HYDE MANUFACTURING CO. ina’ 
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—it’s a _EVEL—it’s a _ quare—it’s a _ ape 


accurate 
unbreakable 


Wij; 
C4 


Mbt 
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evel Square Tape 


Built-in, accurate, unbreakable level with easy- 
view bubble. 















Accurate square, easy to use. 
Full 10 foot, replaceable, WYTEFACE® tape 
rule. Sliding end-hook makes inside and out- 
side measurements accurate. 






“price only > l 98 


shipping weight 2 lbs. 14 ozs. 


Rugged die-cast case with long-life chrome 
plated finish. 






per display box 






Shipping weight 2 Ibs. 14 oz. of six” 





Made by K & E, makers of instruments of precision since 1867 


—_ Kee | KEUFFEL & ESSER Co. 
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here’s the deal: 
earn yourself a Silver Dollar 


In each display box of six LST’s is a Silver 
Dollar Certificate. All you have to do to earn 
your silver dollars is to call the attention of 
six customers In your retail store to the LST 
with the words ‘‘Look at this new product.”’ 
Then fill in the certificate and mail it to 
K&E, Hoboken, N. J. You'll get a shiny new 
silver dollar by return mail. 








sit : 
iyi} 
TTT TLL 


here’s the package: display the 
Level - Square - Tape three ways! 


On the counter in an eye-catching display carton that holds 
6 ‘blister’ cards. Carton takes only 5 by 7 inches of space. 
Colorful cards tell the whole selling story. 





In counter bins: Individual cards hold and protect LST 
under a “‘blister” of clear plastic. Eliminates shop-worn 
merchandise. Promotes self-service selling. 


For perforated boards: Each card is punched for mount- 
ing on standard display boards. 





here’s the promotion: 


advertising in top National Magazines 


HOME CRAFTSMEN 





DO-IT-YOURSELF 
PROFESSIONALS 








HOBOKEN, WN. J. 


XS | KEUFFEL & ESSER CO. 
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@ For more information 
on these products and 
services use free post 
card on page 59. 


if ontinued from page 5k 


the perimeter. The drill 
range from ‘% to 4 in. diameters 
and have shank lengths up to 36 
in. Arvo Laepansion Bolt Co. 


Por more data circle No. 22 on posteard, pp. 59 


RBIiZCS 


Vacuum Bottle Design 


A Sportsman design has been in 
troduced into this line of vacuum 
bottles. Full color outdoor scenes 
have been lithographed on the steel! 
three 


case. The quart size has 


nested cups including the cover 


The pint size has the cover-cup 





These two sizes will retail 


only. 
for $2 and $3.35. 


moa Producta Co. 


A merican T he Y. 
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Target Pistol Outfit 


Here is an item for customers 
who hunt or enjoy target shooting 
This CO2 Rocket Gas Pistol can be 































ised im OF @ it-of-doors Lo improve 


accuracy. The pistol comes in a kit 
which contains everything needed 
including 
tocket Gas Pistol 


with adjustable power, a bell tar- 


to) 6 8OT UND A tarwetl ranyges 
lal 


ine Supe { ()2 


yet, 100 paper targets, a (©O2 car- 
tridge, a can of H-C pellets and an 
instruction sheet. Either caliber 
set, .177 or .22, is priced at $17.95 
Benjamin Air Rifle Co. 
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Key-In-Knob Lockset 


This tulip design has been 
adapted to the E-Z-Set line of lock- 


ets. This set features self-align- 





ing thru-bolts Entrance set is 
made with and without deadlocking 
In addi- 


tion to the key-in-knob set Cillu- 


latch bolt in 5 in. backset. 
strated) there are passage, bath, 
chamber and closet sets. National 
Hlardware Corp. 
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> 
Deluxe Doll Carriage 
Parents of girls 5 to 12 are cus- 
tomers for this deluxe doll car- 


riage that converts quickly to a 











NS 



































Fenders. 
lar handle and 


stroller side rails, tubu 
medallion are 
chrome-plated. Carriage is covered 


with blue embossed vinyl with blue 
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hardboard sides. Four-way handle, 


ad} istable seat back and foot well 


convert carriaye to 


trolle) (ar 
riage is 24-in. long. Retalis for #14 


South Be nd Tow Mig ("a 
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Power Edger Units 
Here are two power edgers added 
to this company’s line. The gaso 


line engine unit (illustrated) re 





tails at $99.95 The electric unit 
retails for $69.95. foth cutters 


feature edging in an & in. circle, 


handle-high depth control and 


wheels guaranteed for life. The 


blade, which throws the cuttings 


away from the operator, has a 


safety guard Sensation Mower 


Ine. 
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Colored Floor Waxers 

This deluxe line of Wax-O-Mati 
automatic home floor waxers is in 
bright colors. Copper, pink, yellow 
and turquoise head the list. The 
W ax-O-Matic 
buffs 


standing. 


applies the wax and 
while the operator 
These 
$4.95 with additional wool 
at $1.85. Master Mfg. Co 
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remains 
list al 


heads 


Warkers 






Plastics Trimming Kit 

Owners of Routo Jigs will be cus 
tomers for this kit and guide which 
enables the home craltsman Opel 
ator to fabricate. trim and bevel 
plastics A 24,000 rpm 


motor turns the trimmer 


laminate 
(One car 
hide tipped bit does all the work 


(Continued on page 6% 
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GET A REPUTATION FOR SUGGESTING 


THE “PERFECT” CHRISTMAS GIFT 
No-Shock ROCKET Tools in Gift Boxes 





Featured in IRHA 
Family Gift Center 
Promotion 











Like kids take to Santa Claus, men and boys, 
craftsmen and do-it-yourselfers have taken to 
ROcKET tools. What better reason to suggest these 
tools to all the wives and sweethearts who are 
looking for the “perfect’’ Christmas gift. 

Especially since they have been packaged in these 
sparkling, new Christmas-red gift boxes. ‘To pro 


RUE 








EMPE. 


mote impulse sales, RockeT features are listed on 
the band: no-shock design; handle won't bend or 
break; non-slip cushion grip. 

Plenty of promotion behind these Rocker tools, 
too. ‘They’re being featured in the IRHA Family 
Gift Center promotion. You'll receive banners, 
price cards, pennants and newspaper ad mats to 
help you boost sales. In addition, the ABAX Rocket 
belt axe, AlI6X and AL3X Rocket hammers will 
be suggested as gift items to the over 3 million 
500 thousand readers of the December & issue of 
THE SATURDAY EVENING POST. 

Take advantage of this promotion. Call your ‘True 
Temper wholesaler today. Feature these Rocker’ 
tools. Use your IRHA promotional literature. Brief 
your clerks on Rocket sales features. You're sure 
to be known as the store for ‘‘perfect”’ gifts 


You Can Look to for Leadership 


Finest quality in Hammers, hatchets, axes « Shovels « Garden, lawn and farm tools « Shears «+ Fishing tackle + Golf-club shafts 
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PLEXIGLE PLASTIC PIPE—for livestock watering, lawn sprinkling, irrigation uses. ROOF DRAINAGE PRODUCTS—a complete line that’s competitively priced 
Supplied coiled from 1" thru 3” dia. In straight lengths in 4” and 6” dia. Plus and ready to use. These uniform products are supplied in galvanized stee! 


@ complete line of fittings. and ENDURO” Stainless Steel. 


REPUBLIC 


ERS) Woldi Widest: Range of Standard. Steels 
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REPUBLIC 


HELPS YOU SELL 





There's no time to play guessing games when you have 
a store full of customers. When the order calls tor bolts 
and nuts, you want to fill ic fast —- without searching 
through shelves of odd-size boxes with hard-to-read 
labels. That's where Republic can help you sell —by 
making your fastener stock instantly identifiable 
and available. 


Republic's new packaging and labeling system helps 
reduce time per sale, increase sales per hour. Here's how: 

Only 13 different package sizes are needed to accom- 
modate convenient multiples of all Republic fastener 
types and sizes. Extremely tough and smudge resistant, 
they withstand abuse of stocking and handling. 

Next, the inverted package design (shown in photo 
| on opposite page) prevents spilling during handling. 
Also, by removing bottom (photo 2) and nesting top 
in bottom (photo 4), you get (photo 4) a double- 
strength, individual bin—or handy, self-service, counter 


display. Note that high-visibilicy label stays right side up. 


Finally, even the smallest of Republic's simplified 
labels can be read from a distance of 10 feet. They show, 
at a glance, the type, size and number of fasteners in each 
package plus providing an illustration of the contents. 

It will pay you to join forces with the fastener line 
that helps you help your customers. Order Republic 


Bolts and Nuts by name through your distributor, Or 


send coupon for further information. 





CHAIN PRODUCTS — include al! types of welded WIRE NAILS AND STAPLES...c complete line for STEEL PIPE..for plumbing, heating, air condi 





and weldiess chain, plus farm and animal chain every farm and home use. Also ideally suited to tioning and all other home and building uses. This 

assemblies and accepted by the building trades. Made from high-quality pipe is available in a full line, in 
wire specially produced for nail manufacture sizes you want 

j pPDeaDPanreansean es om aE oe a ae ae ae ae Oe ae 6 6 GP a aan a a ———— 

| REPUBLIC STEEL CORPORATION i 

| Dept. C-2276 

| 3154 East 45th Street, Cleveland 27, Ohic 

| Please send more information on | 

| | | basteners | | Wire Nails and Staples 

7 | ] Chain Products | | Flexible Plastic Pipe 

. Stack DP / | Steel Pipe [ ] Roof Drainage Products | 

7 Name litle : 

(Company | 

Address : 

(ity Jone State 

== ap aw a a= aw aw a aw aw aw aw a aw aw ae a an ae an awnanan ae ae ~d 
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You'll make more money selling 


ictOr 
ctor 


—there’s a type for 
every duck hunter 


is Victor offers the only complete 

line of duck decoys—a type and species 

for every hunter in any area. Victor prices 

range from the lowest, through popular 

priced models to deluxe. Sell Vi. tore and 

you ll sell more decoys this season and 
every season 











Victor Majestic Champion 
One piece Tenite plastic. Life size, color 
fully finished, internally 
balanced. 5 species 





Victor Majestic Standard 


Waterproof Tenite plastic. Adjustable 
head ee FE balanced. Realistic col 
ore. 7 species. Oversize Deluxe model 
available in 6 apecies 





Victor Tru-Life One piece, life- 
size molded fiber. Prebalanced, water- 
proof, A tough, light weight decoy at a 
low price. 3 species 





Victor Veri-Lite =; \,, 


waterproof molded fiber 
Movable head can be 
position. 9 species 


Victor Deluxe Goose 


Rigid, pressed fiber shell. Field 
type; can be converted to 
water use by adding board 
Feeding and upright 
heads supplied. Stenderd 

Canada, Snow and Blue 
(jo0o8e models available. 


tough, 
Self-righting. 
glued in any 








Other Victor decoys include wood. 
molded fiber field type, crow and ow!l 
Also Victor Cro-Tone calle, anchors and 
balance weights. 

Order from your wholesaler 
ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. « Pascagoula, Miss. « Niagara Falls, Can 


| Cement Dus-Top 


held 
A 28 page illustrated guide 


and is in place with a locking 
screw. 
book describes this and other powell 
equipment in this line Porter- 
Cable Machine Co. 
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se 
Auxiliary Lockset 
This manufacturer has auxiliary 
lockset 
plug 


features a cylinde) 
keeps the 
securely in place yet 


which 
retainer. It plug 
permits eas’ 
removal for re-keying. This lock 
will fit the boring for all othe 


locks in this line Avallable 


—_— 


T} 





spring latch, dead bolt and dead 
locking latch types. Dexter Loch 
Div., Dexter Ind., Ine 
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Concrete Dust Stopper 
Here is a fluid which will pre- 

vent concrete from producing dust 

(left), 


seals concrete 


which |} 
painted on, perma 
dust It is 


non-skid and 


nently from forming 


non-acid, non-toxic, 
will not damage concrete surfaces 
A septic (right) is 
also being distributed by this com 


tank activatol 


pany. When added to a septic tank, 


cesspool, dry well, ete., it help 
bacteria turn solids to liquids for 
greater operating efficiency. Rooto 


Corp. 
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> 
Spindle Power Mower 

This power mower has a floating 
Knee-action SUSPeNsion reel and is 
qairiven DV a sectional ribbed rubbe: 


e . 





roller ‘| he ro S i sections are 


turned separately to eliminate 


attachment is 


sulky 
makes the 


scalping. A 


available which Lawn 
master a riding model. The rolle 
is not as wide as the reel, permit 
ting cutting right 

and around shrubs 


Moto-Mower Co. 


For more data circle No 


up to buildings 


and flowers. 
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Ironing Board Covers 


This company will market five 


ironing board covers and pads fo! 


ise on its 15 x 54 if} iProniny tables 


The COVers, retailing petween YN ¢ 


and $2.98. have an elastic braid fo 


eCAS\ installation and wnug fit 


There are Straps to prevent slip 


page and bias-taped edges to pre 


vent linting Four of the covers 


nave aluminized surtace whi r) aid 


ik IProninyv Pad which yo with 


ry +) 
w~ 


f fanvued (7) paige 


” 
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New merchandising program 
provides pre-tested 
cabinet hardware department! 
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The versatility of this NRHA approved program lets you feature any 2, 4, 6 or all 8 of Stanley's fastest moving 
styles. You can easily change or expand your layout at any time. Any two assortments require only two feet of 
wall space. Panels also fit standard NRHA doors. 






Stanley Fiex-Omatic Merchandising 
otfers dealers six big advantages: 







9. Organizes the best selling items of cabinet hard- 4. Groups them compactly to fit pegboards or NRHA 
ware into eight distinct style groups. fixtures. 

®. Displays them on [ree, attractive panels to assure S&S. Prices them with pre-printed, color-coded ticket 
immediate attention. strips. 

B. Stocks them in trays for quick service and visual G. Promotes them with national advertising, news re- 
inventory control, leases, banners, signs, decals, envelope stuffers. 
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Concentration 


lower inventory eee 





faster turnover 





HERE ARE YOUR KEYS TO 
INCREASED SALES AND PROFITS 








~* > ye 


a ol 


| 


italia et sds 


ro ye 


On Walls or Wall Fixtures 








Compact, Versatile Tray 
Assortments 


ee ee 
a a %. | ahd +1 z. a | = al — 7} od - 


Ticket Strips for 
Attractive Visual Inventory Control 





Modular Displays 





On Gondolas or Islands 


oat ef, 
“ 





5 APPROVED 





See Flex-Omatic at Booths #526- #528, 
National Hardware Show, 
Coliseum, New York City, October 1-5. 


Stanley will provide frames, displays, 
how-to instructions, promotional mate- 
rial. No matter what your present setup 
is, you owe it to yourself to investigate 
the new, excitingly different Flex-Omatic 
Merchandising Program. For free litera- 
ture and price list write Stanley Hard- 
ware, Division of The Stanley Works, 
388 Lake Street, New Britain, Conn. 





On Display Stands 
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4 BRITE new ea 
for the 
Hardware Dealer! 





















1. Complete selection of 
BRITE Plated bolts and 
nuts in the 75 fastest- 
selling types and sizes. 


2. All bolts BRITE Plated. 
Nuts on. 


. In BRITE new cartons con- 
taining small quantities 
(10 to 50 pieces). 


5, These products are in 
stock hence there’s no 
penalty for plating small 
quantities. 
































om al 
> 





LTP 


size or 14, deep 
23° wide 
TRAY; 9 high 









4 . 
size of 724. deep 4a 345°" 
























































STAND: 54” high WRHA APPROVED DISPLAY 
{ _ -” — 7 xyiies sa he vs 
ASSORTMENT NO. 1245S 
® CARRIAGE BOLTS ® CAP SCREWS 
® MACHINE BOLTS ® STOVE BOLTS 
4280 pieces in all 
Retail Value bie ee a eS a re 
Dealer Cost with stond .... . . $134.64 
are eee a ll 
Profit (each additional turnover) . . . .$84.31 














Buy from your Hardware Distributor 









Ju LADASON & SESSIONS (; 
> ) 








1971 West 85th Street - Cleveland 2, Ohie 
PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM + CHICAGO 











WHAT’S NEW 


Continued from pade 6% 





tnese covers Coast S| Pads and COV- 


ers can be bought separately o1 
packed togethe) irvin Industries. 
Ine 
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One-Piece Brass Knob 
liere is a solid brass, one-piec 

seamless knob, the Holiday, for the 

low-price held Knob can be used 








in residential, commercial or light 


industrial structures and features 
a bearing construction that permits 
installation even on inaccurately 
bored doors Knob is nearly 2-in 
in diameter and comes in all popu- 
lar finishes, Chatle noel Lock (0. 
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Wood Finish Chimes 


Here are door chimes that fea- 














ture fine wood finishes. The Clar- 
idge and Clarenden illustrated ) 
chimes are made of American black 


ee elt 
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1. AVAILABLE NOW IN COLOR— For Greater 
: Sales Appeal! 


2. IMPROVED WITH DUPONT NEOPRENE— 
For Longer Aging! 


3. NEW MONEL CHAIN AND LINKAGE— 
For Non-Corrosive, Trouble-Free Service! 


ae. ae ak ' Korky advertising in Life, The Saturday Evening 
menwenenenn, > wT entasaes? Post, ‘This Week and other Sunday Supplements con- 
sistently reaches prospects throughout the nation .. . 
nearly a million Korkys have already been sold. Now 
this revolutionary new tank seal is even better—to 


assure you faster turnover and bigger profits! 






















Kye-catching new color means greater display and 
sales appeal...the addition of DUPONT NEOPRENE 
means Korky will last far longer...and the new 
MONEL chain and linkage will give years of service, even 
in corrosive waters that would destroy most metals! 


Remember, too—Korky eliminates trouble-causing 
guide arms and lift wires—ends the nuisance of leaks, 
gurgles and costly water waste for good. It’s easy to 
install and there’s nothing to get out of order. So mul. 
tiply your profits with Korky—the trouble-free tank 
seal that’s backed by Lavelle’s l/nconditional Guarantee! 


cme 


LAVELLE RUBBER COMPANY 
424 North Weed Street « Chicage 27, illinois 


Please send me dot. Lovelle Korky Closet Tank Seals (17 to o 


Master Display Corton of my cost of $10.0! per doz.) 
‘tore Name 

Addrew 

City lone ‘wate 
Please invoice through my wholescier, whose name is 
Wholescier Name 


Whotesoler Address 
' 
| 
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WHAT'S NEW 





® For more information 
on these products and 
services use free post 
card on page 59. 


Wwainut and limed oak veneers on 
inner and outer surface with five 
pivs cron banded Canterbut 


chime is made of Honduras ma 


hogany. Final finishing steps in 
clude two coats of protective clen} 
lacquer. All models have Telechron 
motors, imported numerals, bezel 
and distinctive faces and hand 
Kdwardsa Co 
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Home Power Workshop 


liere is a unit that will enable 


your home handyman customers to 


ct Lip) “i power Workshop “al home 
electri 


Workshop does a numbe) 





































































































of operations. It is a saber sa’ 
that has an overarm which converts 
the unit into a jig saw, and it has 
a power takeoff on the side of the 
housing fitted with a special chuck 
that aecept ‘,-in. accessories fo1 
drilling, grinding, sanding and 
polishing. Unit can also be adapted 
Work 


shop, including built-in motor, jig 


to Use AS A filing machine. 


saw overarm, jig saw blades, sabe 
blade and accessory chuck retails 
tor S20.05 


| ne 
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Ruraqess Vibrocratte re, 


Adjustable Back Stool 


llousewives will be customers fol 


this step stool. The back frame can 


be adjusted for seat 


depth and 











| — —_ 


; 


added back 


tapered tubulai 


raised (oT lowered for 


comiort Stool has 


legs, vlideaway steps and plasti 
feet. The seat is 24 in. high and is 
upholstered in Masland Duran, 


available in shrimp and gold. O 


Ame: (0 


For more data circle No. 47 on posteard, p. 59 


Hollow Wall Anchor 
Hlere j 


will fill the requirements of most 


a hollow wall anchor tha’ 


fastener to 
Wing- 


ding anchor needs no special tools 


home owners for a 


ecure objects to walls. 


lor installation. Unit fits hole made 


by standard ‘,-in. drill and set 


with tri-prong action on ‘-in. 


centers Anchor can be removed 





Ancho} packed in bulk of 


Diamond ka 


Come 


in envelopes of two. 
parnaston Rolt (0. 
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Spray Enamel Cans 


Do-it-yourself painters will be 
customers for these spray enamels 
There are 13 colors and metallics 
available in 16 oz cans. The top 
button is pushed and the ename! 
is sprayed out to decorate indoot 
objects and to weatherproof out- 


door things. This enamel needs no 


thinning and has no 


turpentine 





HARDWARE 







odor Sprayed coors 
colors already in this paint line 
Vartin-Senour ¢ 
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Woodworking Machines 


liome handymen and profes 
interested in this 
MoterTools 


Units come complete with timing 


sionals will bye 
line of Darra-James 
belt, pulley, electric motor, cord 
plug and switch ready to operate 


Tools are Included are 


portable. 








Model 815 &-in. tilting arbor saw 
(illustrated) that retails for $89.- 
95; Model 825 8&-in. tilting arbor 
$114.95; and 


jointer retailing 


saw, retailing for 
Model 645 4'%-in 
for $84.95. Tools come in either 
slate gray or green finish. Toolkraft 
Corp. 
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Lockset Line Enlarged 


Two locksets have been added tu 
cl Oot 


this IntegraLock line of 


latches and locksets. The Jefferson 


(illustrated has semi - elliptical 
knobs with concave centers and 
coneave roses. The roses are unde} 


cut leaving a ‘4 in. clearance be 


tween the edge and the door sur- 


or 
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COUNTER DISPLAY CARTON 


TELLS "EM—SELLS "EM—ON GETTY CASEMENT OPERATORS 


Tells your customers how easy it 
is to modernize their casements 


replace obsolete staybars o 


worn-out eoperctors—with this 
UM handsome Getty No. 4715 model 


Y Eye-catching, celorful, this 
Wy, counter carton's a sales help that 
ties right in with Operation Home 

' improvement—weorks to get you 


WML extra sales whenever a customer 


comes inte your store. 
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Getty No. 4715 1s an inexpensive angie-drive worm and geat 
operator for residential wood casements, It is precision built 
handsome in design—lubricated for a lifetime of tough duty 
quick and easy to install (each operator comes packaged with 


complete “do-it-yourself” instructions) 


Display carton is printed in striking yellow and blue. Contains 3 
right-hand and 3 left-hand No. 4/15 Operators in attractive 
bronze lacquer finish. Carton is sturdy, compact, easy to set up on 
counter or shelf. Top folds back, presenting selling message to 


customer. as illustrated 


Ask your wholesaler about this new money-making Getty dis- 


play naw 


Getty Uperat Are Used on More Casement Windows Than All Other Makes Combined 


° *» 
H. $. ‘GET g' & CO., INC. « 3348 NORTH 10th STREET « PHILADELPHIA 40, PA 
 —— 


Canadian representative: A. N. Ormsby Co., 23 Scott $t., Toronto 







WHAT'S NEW 








lace. The Washington has a round 
knob with concave head and convex 
roses. Koth designs come in cast 
with 
finishes and are available 
Sargent & Co. 
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brass, bronze and aluminum 
several 


in 23 functions. 


Larger Vials for Levels 


Pieture assemblies 
percent more glas: 
window area make Magnelite levels 


easy to read, 


window vial 
featuring 75 


Vial assemblies lock 
in place. New assemblies are in 
cluded on all levels in the Magne 
lite series, including protracto) 


levels, Assemblies are replaceable 





amaltler 


with 
standard vials used previously. J. 
Hl. Scharf Mfg. Co. 
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and interchangeable 


Glass Fiber Air Filter 


Qwners of air conditioners and 
will be cus 
Golden Dust-Stop air 
Filter is made of glass 
Filter ia available for bot! 
frame and pad 


warm air furnaces 
tomers for 
filters 
fibers 
type applications. 
Frame filters are available singly 
























































or in filter 


filter in- 


four. A 
makes pad 


packages of 


roll package 


stallation easier Owens-Corning 
Fibergias. 
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Rotating 16-In. Jig Saw 

This 16-in. jig saw has a chuck 
adjusting feature that permits th: 
operator to rotate the blade in any 


desired position. Foot guide holds 


work in position. Built-in blower 
keeps sawdust away from cutting 
area. Unit is made of one-piece 
cast iron and is equipped with 





nylon slide block for amooth, quiet 
Work table, measuring 
can be tilted and locked 


operation 


1] x ll in., 


in any position up to 45 degrees 
Unit also available in 12'4-in 
model Duro Metal Producta Co 
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Under-Drawer Slide 
Here is a ball 
slide for 


bearing drawer 


homeowners who have 
drawers in narrow 
K-V under-drawe: 
slide No. 1500 makes it easy to pull 


out drawers to 


spaces withoul 


side clearance. 


within 2-in. les 
length 
horizontal 


than overall] of slide 


Drawers remain even 


when fully loaded and extended and 












may be lifted out Slide is com 


pletely concealed and features 


noiseless operation. Anape & Vogt 
Mig. Co 
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21-in. Mower Attachment 


This 2l-in. rotary 
attachment has been introduced fo! 
Power-Pak Mow- 


lawn mowe!l 


use with the 


HARDWARE AGE. 








Mode! 
features Zl-in. cutting 


RM-422, 


swath, re 


Vak nites hment. 


(‘us ed wheels ror close up side 
trimming, side screen discharge 
that acts as built-in leaf mulchin; 


plate, adjustable cutting height and 
Power-Pak 
can also be used on tiller attach 
Bolens Products Div., Food 


Vachinery and Chemical Corp 


afety-enclosed blade. 


ment 
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Youngsters Dish Set 


Mothers will be 
this 
Children like the 3 clear coiors of 


customers for 


three-piece plastic dish set. 





inese sets and mothers like the 


deep riry piate whi h 


makes spill 
The bow! can be used 


The 


easy-grip 


ing difficult 


lat SOUDp and truit 


large 
balanced mug has an 


handie. Priced at $2.95 a set and 


yuaranteed for one year. Prolor 
Plastics Div., Pro-phy-lac-tie Brush 
Con 
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Three Thermometers 


ihree 


been 


thermometers have 


ndded to this line. The Flair wall 


thermometer is keyholed for easy 


hanging. A desk unit has a stand 


and can be tilted to any angle. The 


outdoor window or wall mode! 


comes with a wrought iron hanger 
\I] have black 
yold trim and red pointer. 


round dials with 
Price 

are $2.50, $2.75 and $2.95 respe: 

tively Thermometer (or p. of 

imerica 
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EXTRA! LOWEST PRICE 
LP TORCH ON THE MARKET! 


$ The “Best Buy’ Torch for your Customers 
$ Fastest turnover and Full Markup for You 


NEW 
REDUCED 
PRICE 


Model Ne. 295 
Shown Actual Size 


‘ 
: 


larch) Fue! 


ae 
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INSTANT STARTING 


LIQUEFIED i oc PETROLEUM 
Torch 


ots is 


THE ONLY THROW-AWAY FUEL CONTAINER 
AND SELF-SEALING SAFETY VALVE 
IN THIS PRICE CLASS. 


NATIONALLY ADVERTISED IN: 


MECHANIX POPULAR 
ILLUSTRATED MECHANICS 


MAGAZINE | 


preselling thousands of customers 
TO a 


THE Lenk MFG. COMPANY 


BOSTON 15, MASS. 








TO HELP YOU SELL 











(Continued from page 13) 





The disc is made of bal- 
with coarse and fine 
sanding paper on opposite 
Each dise retails for $1.69. A basic 
order consists of six & in. discs 
with coarse and fine paper and 
twelve & in. assorted replacements. 


sander. 
anced steel 
sides. 


Rocco Producta, Ine. 
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Wheel Toy Catalog 

This toy catalog illustrates and 
gives specifications on doll car- 
riages, doll strollers, velocipedes, 
train-a-bikes and toy furniture. 
Catalog also includes illustrations 
and descriptions of convertible car 
cribs and auto seats. Price lists 
and order form are included. O. W. 
Siebert Co. 
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Screw Driver Display 

A free merchandising unit fea- 
turing 90 screw drivers is available 
with the basic purchase of the 








drivers. The rack, 18% in. long 
and 8 in. deep, is bright yellow. 
Display holds box quantities of the 
items. The face of the rack gives 
prices and bit size for each of the 


15 different Stanley Handyman 
drivers. The screw drivers come 
with plastic and wood handles 


trimmed in red. Two styles have 
Phillips points for recessed head 
screw driving. Stanley Tools Div., 
Stanley Works. 
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Hedge Trimmer Display 
This power trimmer for hedges 

and shrubs is packed in a protective 

insert that display 


doubles as a 


FKL 


TRIM MmE Be 





stand. Trimmer is held securely in 
die-cut holes and printed back panel 
contains sales message and shows 
picture of woman using the prod 
uct. Other selling messages include 
a slogan printed vertically on the 
long, narrow sides. Cord is tucked 
inside display unit, out of customer 
reach. Skil Corp. 
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Convertible Pump Folder 


This bulletin gives the construc- 
models available, 
complete performance data and di- 
specifications for the 
Centennial Adapto-Jet Pump line, 


tion features, 


mensional 









HARDWARE AGE, AUGUST 30, 





ie Ceatennial b 
(cst) AOAPTO-JET PUMPS | 
(= aoe om ) and WATER SYSTEMS 


-~ ~ oat 














4100. This pump is com- 
pletely convertible for shallow and 
deep well service. Pumps come in 
Several jet and 


seTies 


1/3 and ‘% hp. 
diffuser assemblies are available to 
provide capacities to 875 gallons 
Y. McDonald Mfa. Co. 
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per hour. A. 


> > 
Scissor Display Rack 

Here is a display for your scissor 
department. Henkel 
shears are displayed on this litho- 


scissors and 


graphed replica of an early Amer- 
rack which looks like 
maple. This unit builds 
impulse sales in this line of low- 


ican spoon 


antique 





price scissors. It can hold 11 of 
the most popular scissors in the 
line. Clauss Cutlery Co. 
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Merchandiser Refills 

This company is now packaging 
items carried in its merchandiser 
in units equal to the number of 
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TO PICK A 


OUTSTANDING! 


ULTRAMODERN 





CAN OPENER) ** %ee 


Less than a year old and already the 
hottest seller in the famous Dazey line! 
And no wonder! With a super honed 
cutting wheel, easy-turn handle and 
wide choice of glowing modern colors, 
Canaramic is built for a lifetime of 
service. Available with or without 
Magnetic Lid-Lifter. 


Models from *4.95. 


NEW: 





SENIOR 


CAN OPENER 


with “Easy-Off” Washable Cutting Wheel 


For a brand new twist in can opener sales 
it’s the Super Senior with the “Easy-Off”’ 
Washable Wheel. A flick of the finger and 
the cutting wheel can be removed for easy 
cleaning ! Comes chrome trimmed in brilliant 
Dazey colors—red, yellow, white and all- 
chrome—with or without permanent magnetic 
Lid-Lifter. Retails for as low as $3.95 








STEP 1: Push holding key to right, STEP 2: Washable Cutting Wheel 


turn key toward you slides off for easy washing. 


See your DAZEY DISTRIBUTOR or write direct 
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THEY’LL ALWAYS STOP 








MIX-ER-ATOR 


It aerates -mixes-blends- 
whips-purees —does all 
mixing jobs in seconds! 
One-quart jar is corru- 
gated for safe handling. 
Complete with removable 
pouring lip. It’s a snap to 
clean. Priced right at a 


low, low *2.49. 





USE-TESTED . 


“Mi fl 





The name “Darey”’ on Kitchen Appliances is 
equivalent te the mark ‘Sterling’ on Silver. 





St. Louis 7, Mo. 


My 
TOILET 


PURI 


most 


AALeR AL sanitary 


they 4h or % 


beautiful 


ight 


CENTURY PLASTIC 


PRODUCTS, INC 
CLEVELAND 2, OHIO 





Bright Wiche! Fiatsh 
He Jutving Potets 


Dewble Sprieg 
2 Sizes Held Mest Handles 


THINGS 


iN PLACE 


Action 





GIBSON GOOD TOOLS, INC, Sidney 6, HY. 





through 


the 


His Hardware Age 
Ad, Brought Results— 


“As @ Manufacturers’ Representative, 
getting the HARDWARE AGE is o 
necessity, especially in view of the fact 
thet | heve secured several desirable 
Advertisement | 
placed in the AGE in February. With 
best wishes for your continued success.” 
Sincerely yours, 


A Satisfied Advertiser 








_ 


Bricklayer - Mason Tools 


By FREDERICK 


eee, JOINTER 


SLED 
RUNNER 








" TUCK 


POINTERS $ .80 
Decliers-Less 40% 


ELKHART, IND. 


THE PREDERICK MPG. CO. 











TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


oe 





the of 


In 
(illustrated), for ex- 
ample, the five individually pack- 
aged valves contained in each re- 
fill box exactly fill the angle valve 


items on display. 
angle valves 


case 


pocket in the display tray. The 
same is true for other items in the 


merchandiser. They can be trans- 
ferred directly from the box to 
their place in the display. Plumb 


Sh Op. 
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Power Tool Booklet 

Here is a 20-page booklet you 
can give your home handymen cus- 
tomers which describes operations 
and uses of Power Shop machines. 
Booklet more than 100 
actual operation photographs show- 
ing the applications of the basic 
machine and 
many of the 
DeWalt Ine. 
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Colorful Window Display 
Here is a window display which 

features Wear-Ever Hallite 

aluminum utensils. county 


contains 


its accessories, plus 


machine’s features. 


and 
The 
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be carried with a 


fair theme can 
free kit containing a fair ground 
displayer with balloons, streamers 
and a banner. Full-color post cards 


for mailing or counter use and 
newspaper ad mats can also be se- 
cured. Aluminum Cooking Utenatl 
Co. 
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Counter Unit for Tools 
This display holds an 
assortment of 16 popularly-priced 
tool sets for Christmas. As one set 
is sold another drops to replace it. 
Kach set is packaged in transparent 
molded plastic box in bright Christ- 
mas Assortment includes 
of four different sets: 
screwdriver 1 2-piece 
li-piece in- 


counter 


colors. 
four each 
5-piece set, 


all-purpose socket set, 





terchangeable screwdriver and 
socket set and 6-piece Everyman’s 
screwdriver set. Ozxzwall Tool Co., 


Ltd. 
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Portable Sales Bin 


Here is a portable wrought iron 
sales bin that you can set up quick- 
ly in any part of your store to dis- 






































play the Lustro-Ware line. Bin is 
made of heavy gage steel, folds flat 
and sets up easily. Bin measures 





Planning for Protit 


AT THE 11TH ANNUAL 


NATIONAL HARDWARE SHOW 


Including the Lawn, Garden and Outdoor Living Division 


OCTOBER 1-5 ot the new COLISEUM i. NEW YORK CITY 








More than 1000 of the nation’s leading manufac- 
turers at the National Hardware Show will present 
to buyers of hardware, housewares and allied 
items .. . and lawn, garden and outdoor living 
equipment ... a dazzling array of new products, 
new designs, new ideas and new merchandising 
plans that spell new profits for you. 


Plan now to attend your industry's great 
merchandising event, where you can see, feel and 
compare the best the industry has to offer. 


Fill out and return the registration coupon today. 
Your admission badge, which will admit you with- 
out further registration, will be mailed to you. 


> fon il 
= aa qi zt , 


J a me |i 


§ 





| 


World's Newest, || sale. start planning for profit... register now! 


Mt 


Most Modern Showplace 






NATIONAL HARDWARE SHOW 








Suite 1103, 331 Madison Ave., New York 17, N_Y. | 
~ Please check below if you wish us to make hotel reservations for you | 
| (Please Print) , 
NATIONAL ee ee : 
| FIRM i 
HARDWARE SHOW | sc | : 
 ciTY sat | 
at the new COLISEUM TYPE OF BUSINESS " 
Please check below the classification of y your business 
in NEW YORK CITY Wholesaler Retailer Dept. & Chain Store Buyer 
Iimporter-Ex porter Migrs' Agent Manufacturer Other 
) Please send us your hotel reservation blank. | 
please fill out coupon and mail ~ ‘ | Minors under 18 yrs. of age will not be admitted under any circumstances. } 
u 





me ee ee es ee es we es es wes es ws we we ws we we we ee 
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TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 59. 





22 x 18% x 34 in., has metal Lus- 
tro-Ware trademark. Bin is part 
of sales package that includes 3-doz 
52-02 Lustro-Ware decanters that 
retail at 98¢. Columbus Plaatic 
Products, Inc. 
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Hand Tool Display 


Here is an attractive yellow and 
red hand tool display unit called 
the 4-Side Seller. It is 17% in. 
aquare by 24 in. high, and on a 
rotating stand. The display comes 
with 119 Challenger hand tools. 
Slide-in price cards are furnished. 
Display holds three style wrenches, 








screwdrivers, pliers, chisels, 
punches, and hex-drive socket sets. 
Challenger Div., Penena Tool Corp. 
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Fastener Price Chart 


You will be able to find prices of 
specific types and sizes of fasteners 
quickly with this indexed price list 
of standard bolts, screws and nuts 
made up into a 7 x 11 in. illustrated 
wall chart. Ten-page chart holds 
price lists for each type of fastener 
on succeeding pages. Pages are cut 
so that a drawing and label for each 


type appear as the cover and tab 
index of the wall chart. Russell, 
Burdsall & Ward Bolt & Nut Co. 
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Flatware Display Unit 


Two new counter display cases 
have been introduced for the Bright 
Dawn and Continental Dawn pat- 
terns of stainless tableware. Cases 
of wood. 


are made Panels are 





flamingo-colored with black ends. 
Open stock tableware is held in 
metal holders on lower portion and 


serving pieces are displayed on 
vertical front panel. Illustrated is 
Bright Dawn display. Robeson 


Cutlery Co. 
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Roller Skate Catalog 


The complete line of Tot Tailored 
and Super Speed roller skates is 
illustrated and described in this 
color catalog. Complete selling in- 
formation for Models, 10, 20, 30, 40, 
50 and 60 lines is contained. Em- 
phasis is given to such features as 
the 20 ball bearing skates and the 
all-rubber wheel models. Winches- 
ter-Western Div., Olin Mathieson 
Chemical Corp. 
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Free Lockset Display 
Dealers who buy three cases of 
Standard or Bel Air design lock- 
sets before Oct. 15 will receive this 
hardwood, multi-mount display of 
working locksets and trims. Those 















who already have this display may 
receive a Trim Rosette Panel Dis- 
play. Kwikset Locks, Ince. 
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Fastener Package 

These corrugated fasteners come 
packed in colorful hang-up pack- 
ages which show off the fasteners. 























Packages are pre-priced to retail! 


Fasteners come in two 
*. x 5, 40 to a package; % 
x 5, 30 per package. John L. Eme- 
rick Co. 


for 15é¢. 


81Ze8: 
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industry Tool Catalog 

To help sales of putty knives and 
scrapers, this catalog has 
printed. The manufacturer has in- 
cluded his complete line of indus- 
trial tools. 
picture of each is given. 


been 


A brief description and 
The five 
pages are bound in a filing size 
folder. Lamson & Goodnow Mfg. 
Co. 
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(Resume reading en page 14) 
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why stock 


12 to 20 oil stains 
when FIRZITE will serve for all 





4 a ~ 7 


oe a: 






we 


— 


FFIRZITES 


‘. ay 
‘ EVEN FINISHES ON FIP 





a fact: instead of a large 
inventory of 12 to 20 prepared stains, 
you can supply almost any color stain desired 
on all woods, hard or soft, plywood or solid 
lumber, merely from your stock of Firzite® 
plus colors-in-oil. Imagine the difference in in- 
ventory, turnover, shelf room AND PROFIT! 






- 6; > . > >’ * . . > > > 


For dark shades, such as walnut, mahogany, 





a! . 
[ uniTeo sues oe ‘ 
; ue ee 

oak and other dark colors, add colors-in-oil tenance? . 

= ° ° 

to Clear Firzite. he . 

, ° ...- and for a beautiful natural finish . 

For light greys and pastel shades, add colors- ; ‘ 

occ wa biaggim : recommend Satinlac : 
in-oil to White Firzite. (And for woodsy blond, 

, Oat a : Satinlac” accents and preserves the full natural grain e 
pickled or wiped effect, White Firzite is simply : and color of any wood, hard or soft, solid lumber or , 
great. ) . plywood. No undercoat required. No built-up look, . 

. Easy to brush or spray. Dries out of dust in 30 min- ¥ 
For the finish coats on stained effects ‘ utes; ready for next coat in 3 or 4 hours, : 
obtained with Firzite, use Satinlac. . . 
° Pints, quarts, I . 
: and 5 gal. cans , 





Nationally Advertised! 
Re-order from your jobber today! 


UNITED STATES PLYWOOD CORPORATION 


Dept. HA 8-65, 55 West 44th Street, New York 3146. N.Y 
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Dutch Boy 


Simplifies Color Planning... 


All Wonsover colors are guaranteed to “go together.” TH 
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Simplifies Painting... 


Goes on easy. High-hiding. One coat is usually enough. 





, oe - 
naan 





Simplifies Cleaning... 


Ordinary soap and water keep walls spotlessly clean. 
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Now Nalkyd Wonsover has everything it takes 


to be a big volume profit-maker 


Here’s a great ready-mixed Nalkyd 
flat wall paint. Wonsover! 


It’s a “Dutch Boy” Nalkyd. Odorless. 
Easy to use. Easy to clean. And it’s 
popularly priced! 


That’s enough to give “Dutch Boy” 
dealers another real profit-maker. 
But the “Dutch Boy” doesn’t stop 
there. He gives dealers an additional 
sales-builder of real power. Pre-har- 


monized W onsove) color”. 


All 32 colors on the Wonsover card 
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harmonize with one another. To the 
“Dutch Boy” dealer, this means: guar- 
anteed customer satisfaction. 


To dealers everywhere: High- profit 
Wonsover is only one of the many 
“strings” to the “Dutch Boy” dealer’s 
big, money-making “bow.” That’s why 
a “Dutch ’ franchise is such a 
sure-fire profit-maker. 


, , 
is," 


Made by the makers of ‘‘Dutch Boy’’ Paints 


NATIONAL LEAD COMPANY 


General Offices: 11! Broadway, New York 6, N.Y 





In the Color Gallery, 
“Dutch Boy” dealers 


Ym 
he 
” 
¥; f 
/ 


have more than 100 
popular colors. All 
the sparkling variety 
needed to clinch any 
sale! 
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Read it in HARDWARE 


NEWS OF 
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Hardware Show, Oct. 1-5, a Virtual Sellout; 
Record Attendance Expected at New York City 


After two years’ absence 
the National Hardware Show 
returns to New York City for 
five days of record attend. 
on Oct, 1-5 at the new 
Coliseum. 


Only a handful of exhibi- 
' pooths remain unsold. 
Nearly a thousand exhibitors 
will show their wares on four 
floors covering 300,000 aq ft 

Karly indications are that 
attendance will exceed last 
year’s record of nearly 40,- 
000, Advance buyers’ regis- 
trations are pouring in at a 
record rate, according to 
Frank Yeager, managing 
director, 

Until 1954, the show was 
held at New York's Grand 
Central Palace. When the 
Government took over that 
structure, the show moved to 
Chicago’s Navy Pier for 
1054 and 1055. 

The new Coliseum, Broad 
way and &th Ave. at Colum 
Cirele, features many 
comforts for convention 
visitors. These 
large cafeteria, 


ance 


tors 


bus 


include a 
other food 
indoor parking for 800 
and fast elevator 


bars, 


cars, and 


Totem Distributing Co. 
Will Change Name Oct. | 


Totem Distributing Co 
wholesaler at Seattle, Wash 
will change its 
Totem Wholesale 
Co. after Oct. 1. 

The name is selected to 
reflect a more accurate de 
scription of company opera 
tions. 


name Lt 
Hardware 


Ownership and policies re 
main the same under the new 
name. 

At the same time that the 
name change goes into effect, 
the firm will be located at ites 
new 40,000 aq ft plant at 4400 
Fourth Ave. So., Seattle 


86 


escalator service to all floors 

Demonstrations, new ideas 
new products, and new mer- 
chandising techniques 
among manufacturers’ offer 
ings. 

Advance registrations will 
be accepted from buyers as 


long as time remains. To save 


time upon arrival, advance 
registrations should be ad- 
dressed to National Hard. 
ware Show Ine. Head- 
quarters, 331 Madison Ave., 
New York 17, N. Y. Show 
headquarters also will help 
visitors arrange hotel ac- 
commodations. 


J. W. Burk Named As 
Allen Sales Manager 
J. W. Burk has been 


elected vice-president and 
sales manager of Walter H. 





J. W. BURKE 


Allien ( U., ine 


gqgenier-ow ned 


wholesaler of Dalia . ‘lexas. 
ir. Burk was sales man- 
aver, southwest division, of 
Shapleigh Hardware Co., St. 
Lous, Mo 
Mr. Burk, with 37 years 
of wholesale hardware ex 


for 


new accounts depart 


peri nce, is 
Allen's 
ment, and for increasing the 


responsible 


of franchise dealer 


accounts of the firm. 


numbe 


are 





JAMES C, 


BNOW 


Hibbard Appoints Snow 
As Promotion Manager 


James C. Snow has been 
appointed sales promotion 
manager of Hibbard, Spen 
cer, Bartlett & Co., whole 
saler of Evanston, Ill. 

He will supervise the com 
pany’s dealer promotion pro 
gram, including seven True 
Value circular and book pro 
motions and merchan 
dising. He also will supervise 
promotions for these di 
visions of the company: 
Brown-Camp Hardware Co.. 
Des Moines: Associated 
Hardware Co., St. Louis: and 
Auburn Hardware, Auburn 
Ind. 

Mr. Snow had been house 
wares buyer and merchandise 
manager of the sporting 
goods department of Mar 
shall Field & Co., Chicago. 


sales 


Franklin Stockholders 
To Meet On Sept. 17 


Franklin Hardware & Sup 
ply Co., dealer-owned whole 
saler of Philadelphia, will 
hold its annual stockholders 
convention Sept. 17 at the 
company office and ware 
house, 918 N. Delaware Ave 
Philadelphia. 

Twenty-five manufacturers 
will display their lines. 

The day’s activities will 
conclude with a banquet in 
the evening when the com- 
pany’s annual financial re 
port will be given. 
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important Posts Filled 
At Sechtman Hardware 


Sechtman Hardware Co., 
Hartford, Conn., wholesaler 
has named Walden E. St. 
John and elected Alexander 
J. Sikora to level 
tions 

Mr. St. 
erly had 


top posi- 


who form 
manufac- 


John, 
his 


own 





W. E. ST. JOHN 





A. J. SIRORA 


has 
manayet! 
who 


turer’s sales 


agency, 
named sales 
Sikor a, 
up 
from 
partment 
years, 
dent 


been 
Mr. 

worked 

man 


has 
Secht 
de 
span of 25 
was elected vice-presi 
and 


through 
the 


over a 


shipping 


general manager. 


Zurawin Joins Reliance 


Raymond Zurawin, for- 
meriy co-partner of U. 5. 
Brush Mfg. Co., is now asso 
clated with the newly organ- 
ized Reliance Brush Mfg 
0O., Inc., New York, as pres- 
ident. The firm manufactures 
paint and varnish brushes 
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AGE while it’s NEWS 


THE T a 


AUGUST 30, 1956 














Tracy-Wells Appoints 
Lefer Hardware Buyer 


J. William Leffler has been 
appointed hardware buye1 
for Tracy-Wells Co., whole 
saler at Columbus, Ohio. 

In 1949, Mr. Leffler was 
manager of a retail hardware 
firm. In 1951 he joined 
Tracy-Wells as a salesman 
for the home office area. 

He is assisted in his de 
partment by M. E. Carter 


Louisville Tin Buys 
Additional Warehouse 


Louisville Tin & Stove Co. 
wholesaler of Louisville, Ky 
has purchased additional! 
warehouse space the 
street from the present loca 
tion. The addition will permit 
the stocking of additiona! 
hardware lines. 

The new warehouse has 
150,000 sq. ft of floor space 
There are railroad siding 
facilities for eight cars and 
facilities for 
trucks. 


ACTOSS 


loading six 


DEALER BRIEFS: 








L. F. 


TURNER 


Thomas Industries Names 
Turner To Sales Post 


LL. F. Turner has been 
named assistant to J. L. Pa 
rentice, general sales man 


Wright Saw-Electri 
Sprayit Divisions, 
Industries, Ine.. 
Ky. 
Mr. 


ager, 
Thomas 
Louisville. 


back 
work 


Turner has a 
ground of field 
Before joining Thomas, he 


was with James Mfg. Co 


sales 


Fred Reinhold Going Strong in 58th Year; 
Veteran Dealer R. A. Sprague Has Retired 


Milwaukee, Wis red 
teinhold still has a sparkle 
in his eye as he attends hi 
daily hardware chores afte: 
the 


58 years in business 





= J 
*~ % 


VETERAN FRED REINHOLD 


HARDWARE AGE, ALGUST 


Fred has few 


just a more 
years of service than his 
three brothers, Robert, Os 


car, and Arnold, all nearing 
the 50-year mark in 
ware. 


hard 
The quartet manages 
the progressive Reinhold Ace 
Hardware 2402 W 
Lisbon Ave. A third genera 


Co. at 


tion of Reinholds has also 
been active in the store for 
many years. Walter, son of 
Robert, is the president 
Kalamazoo, Mich “We 
ran our business on th 
Golden Rule, it’s the sound 


est guide to merchandising,” 
aid Rollin A. 


(Continued on 


Sprague, 73 


page 92) 
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Discussions of Industry Problems Feature 
Of Atlantic City Hardware Convention 


The National Hardware 
Convention at Atlantic City, 
N. J., Oct. 7 to 10 opens 
with registration, the Presi- 
dent’s Reception Oct. 7 and 
the Central States Hard 
ware Club annual dinner 
meetings will be 
will be 


Joint 
held and there sep 
sessions of the Ameri 
Hardware Manufactur 
ers Assn., the Nationa! 
Wholesale Hardware Assn. 
the National Assn. of 
Metal Distributors. 


A Conference Booth Plan 


arate 


and 
Sheet 


©. Ames Elects Winn, 
Ault Vice-Presidents 
lwo 


new 
recently 
meeting of 


vice-presidents 

elected at a 
the board of 
directors of O. Ames Co., at 


the firm’s South Parkers 
burg, W. Va., plant. 
Fr. Bliss Winn, with the 


company since the beginning 
of World War Il, and most 
recently sales manager of the 
division, 
vice-president in 


tool was elected 


charge of 


sales. 

John F. Ault, formerly 
with Olin Mathieson, joined 
Ames in 1955 as chief project 


lle 


vice-president in 


engineer. was elected 
charge of 


engineering. 





Fr. BLISS WINN 


will be in operation on Oct. 
8 and 9, from 2 to 5 p. m. 
in the Auditorium. Al) 
booths have sold, re- 
ports Arthur L. Faubel, sec- 
retary of the manufactur. 
ers association. 
The first 

will be held 
p m. in the 
room of the 

Blenheim hotel. The speak- 
er will be Dr. Kenneth 
McFarland, General Motors 
Corp. educational consult- 
ant, who addressed the con- 
vention last year, Mr. 
Faubel announced. 


been 


joint meeting 
Oct. 8 at 9 
Wedgewood 
Marlborough. 


Separate meetings will be 
held on the morning of Oct. 
9, including the annual 
membership meeting of the 
manufacturers association 

(C'ontinued on page 91) 


Graham Elects Turner 
To Vice-President 


Vincent A. 
heen 


Turner has 
vice-president, 
sporting goods, of John H. 


elected 


WF sis 





VINCENT A. TURNER 





(jraham & Co., Ine., at New 


y ork 
Mr 


(,raham 
He is 


pervisory sales 


Turner has been with 


for 


heat 


many years. 
for SU 


the 


known 
work in 
rifle and yun category 
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——~ News of the Trade : 


Bach Holds Annual Sales Meeting 

























PASTE-BAK 


reseais loose wallpaper 








without spotting or tearing 


PA 
if is Bi 


- 


* od s 
7 ’ .*% 
+ a f ee 
t » - 
formula pa sie sets firm does not sport = 


| ~ 
t . ~ 
A special wetting agent softens old wal! ‘ : & ie ry 


paper paste and permits regluing with 


The long, flexible 1 p 
of the Paste Bak tube slips easily under 





loosened edge of wallpaper. Special 





A new sales promotion campaign and a review of trends in 
by the dozen in a sales-making display lawn care equipment were discussed at the annual sales meet- 

’ ing of Buch Mfg. Co., Elizabethtown, Pa., held at Philadel- 
carton. A profit builder. Order Past: phia recently. Buch president, Jerry Lane, and vice-president, 
jak from your wholesaler. George Achorn, are on the right end of the back row 


PLASTER-STIK fills hairline cracks quickly, easily " 
The favorite of << St 

millions of home- , 
owners for filling 
those nasty hair- 
line cracks in plas- 


out tearing paper, Paste-Bak is packed 





, ee 
eo Other LEONARD New appointments, new territories, etc 


products include: MANUFACTURERS SALESMEN 











ter. No mixing. TRIM-GUARD Rival Mfg. Co., Kansas resentative, will serve Cali- 

No mess. Surface % PAINTER'S PAL City, has promoted Stuart L. fornia, Nevada, Utah, Ari- 

hardens only will not shrink out of CRAK-SEAL Goldstein and T. R. Graham zona, New Mexico and Colo 

crack, Self-selling display carton holds one PIPE-SEAL to the newly-created posts of rado. 

Coz, sticks, An excellent profit item. regional sales managers. Mr v 

SOLD THROUGH QUALIFIED WHOLESALERS Goldstein, with the company pewalt Inc. Lancaster. 

THE LEONARD COMPANY since 1949, will have charge Pa., has appointed William 

DEPT. B, 506 THIRD STREET « DES MOINES, IOWA of the Chicago region. Mr. p. Styer as Milwaukee dis- 


Graham, with the company ¢rict «ales manager. Mr. 
since 1945, will supervise the Styer joined DeWalt in 


SI RING at this Kansas City area. March, 1955, as a demon 
strator salesman. 


v 


opportunity to sell i Jacobsen Mfg. Co., Racine, ¢ Kk A er 
Wis., has added three men to Stanley BIeelrse 100s 


. , Div. The Sta nile 7] W orka 
its sales staff. J. H. Ebelin ’ a. ' 
S New Britain, Conn., has 


Fas has been named assistant dis- _ 

ofp trict manager for Michigan. named Raymond E. Schwartz 

Pring asteners B. H. Damberg has been ap- Jr., its representative in New 
pointed assistant district York City and Frank J 


Hughes, Jr., its representa- 


rr for the idwest “* ji 
~< The EASY, FAST, ng wy Sica se heen “ve in northern Indiana 


LOW COST WAY appointed district sales man- Mr. Schwartz was formerly 


with Aetna Life Insurance 













to change Screens ager for northern Illinois and C as. ie tell token 
' » Me. rhes had be 
and Storms part of Indiana. ¥s , ee en 
a salesman with Greenwich 
¥ Hardware Co. 
Proven SURE-SALE Counter ltems Bennett-lreland, Ine., Nor- oo 
wich, N. Y., has appointed ia Meee Sel 2 
, James Kent sales manager of oad wer hate 
Here's WHY They Sel/l— a en Aone SE ee appointed 
the midwest division. Mr. ' : , 
Spring fension firmly seats screen or storm stops ratties and drafts Kent formerly served in the John P. Bank sales engineer 






A 27-year veteran of the 
company, Mr. Bank had been 
works manager at Aurora. 





minimizes heat loss. Snap fastening eliminates paint scarring 
Hardened, rust-proofed spring steel assures long life 






company’s purchasing and 
production control depart 


Here's HOW They Sel/— ment. 









4-color, 4" « 6", ‘sell-serve’ dis 5 . v Vv 
play card (shown). 4 fasteners, SPRING J ere ‘ Moto-Mower Div., Detroit Johnaton Lawn Mower 
with screws, per card, 36 cards in FASTENERS . § Harveater Co., Richmond Corp., Brookhaven, Miss.. 






corrugated mailing box. 12 boxes 


ind., has appointed Albert J. has ; inte > ia. 
per carton, Shipping weight 68, 4 ” ‘ppointed two new dis 


Speyer and Benjamin A. trict sales managers and two 
Peters as sales representa new dealer sales representa- 
tives. Mr. Speyer, who had tives. New district sales 
been with Moto Wheel for managers are R. O. Woltring 
two years, will cover Michi- for the Pacific northwest and 
gan, Illinois, Indiana and Stuart E. Brown for the 


LUDWIG MFG. co., INC. Kentucky. Mr. Peters, a southwest. New dealer sales 


1405 16th Street @ Racine Wis. former manufacturers’ rep- representatives are Herbert 








lbs. Also packed one gross bulk in 





4color counter display box 12 





boxes per carton. Shipping weight 
6O ibs 








; 
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7 News of the Trade— 


H. Smith in the northeast 
and William V. Magee in the 
south. 


+ 
Choremaster Div.. Weber 
Engineered Products, Ine. 
Cincinnati, has promoted 


three men to divisional sales 
managers. George Finn 
formerly representative in 
Ohio, Indiana, Kentucky and 
West Virginia, is western di- 
vision manager. Jule Weier- 
man, who covered Wisconsin 
Illinois, Indiana, Ohio and 
Virginia, is central divisior 
manager. John Graham 
who was Virginia represen- 
tative, eastern division 
manager. 


1s 


v 
Gumout Div., Pennsylvania 
Refining Co., Cleveland, has 
appointed O. L. Alexander 
sales - service representative 
in the St. Louis territory and 
Emil Wells representative i: 


NEWS OF 


the Indiana-Kentucky terri 
tory. 


v 


Proctor Electric Co., Phila 
delphia, has appointed 
Charles E. Smith as Chicago 
district manager. 


v 


Inland Steel Products Co. 
Milwaukee, has appointed 
Richard W. Fisher its cen. 
trol Ohio representative and 
Raymond W. Puterbaugh its 
representative in Minnesota 
North Dakota and 
Dakota. 


v 


Boyt Co., Des 
lowa, has appointed 
sales representatives. They 
are Eugene B. Ward for Illi- 
nois and Indiana; William L. 
Pleasinger for 
Georgia and Alabama, 


rado, Wyoming and Utah. 


MANUFACTURERS AGENTS 


Royal Co., 
Chattanooga, Tenn., has ap 
pointed two manufacturers’ 
representatives. Lee Arter 
Co., Los Angeles, will repre- 
sent the company in Cali- 
fornia, and Clark Cook, Min- 
neapolis, will Minne- 
sota, Wisconsin, lowa and 
North and South Dakotas. 
v 


(Chattanooga 


cover 


Anesite Co., Chicago, has 
appointed Leo C. Humbert, 
Minneapolis, representative 
for Minnesota, lowa, North 
and South Dakotas, Wiscon- 
sin and Michigan. 

v 

Lewis Research Laba, New 
York, has appointed th 
Harry Hanser Organization 
New York, representative in 
New England, New York 
New Jersey, Pennsylvania, 
Delaware, Virginia, West 
Virginia and Washington, 
>. ¢. 

v 


Maendler Brush Mfg. Co. 
St. Paul, Minn., has appoint 
ed Gossett-Fortson Co., Bir- 
mingham, Ala., 
tive in Alabama 
nessee. 


representa- 
and Ten- 


v 


Boatwick 
Inc.. 


Laboratories, 
Bridgeport, Conn., has 


HARDWARE AGE, AUGUST 


appointed two manufactur. 
representatives. Sam 
Andrews, Jr., Washington, 
D. C., will represent the firm 
in Washington, Baltimore, 
and Virginia, Delaware, 
Pennsylvania and New Jer. 
sey. Bill Ewald, Cincinnati, 
will cover Indiana, Kentucky, 
Ohio and West Virginia. 


— 
ers 


v 
Minit Spray Corp., Chi- 
cago, has appointed fou) 
manufacturers’ representa- 
tives. Ralph E. Russell Co. 
Dallas, will cover Texas 
Louisiana, Oklahoma and 
Arkansas. Herman A 


Shields Co., Meridian, Miss.., 
will represent the company 
in Florida, Georgia, Ala- 
bama, Mississippi and Ten 
nessee. T. L. Kidd Co. 
Charlotte, N. C., is North 
Carolina representative, and 


E. G. Nevins Co., Minne- 
apolis, is Minnesota repre 
sentative. 
v 
Wiliam F. Burch has 


established a manufacturers’ 
agency at 401 Merritt Bldg. 
307 W. 8th St., Los Angeles 
Calif. He will travel Cali- 
fornia and Arizona. Mr. 
Burch was formerly a dis- 
trict manager for Ekco. 
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Soutl | 


Moines, | 
three | 


Florida,’ 
and | 
Robert Miles Bunn for Colo- | 


' “A Good Line to Handle” 


FFIN 


HINGES 
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,¥< 
Cat. 2BB197 


Template Butts, Button Tips 
with permanently attached Bearings 





iis | 


“4 


C 
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Builder's Special 
Cat. 2540 


Wrought Steel Butts 
Cat. 2240 


You'll find the trade saying “Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality and most im- 


portant the customers like the products.” 


Display them and you'll sell them—Griffin 
in any 


Hinges ... order by the carton... 
selections your customers want. 


NEW VISIPAKS —Order by the 


carton of individual carded it’ ns 


GRIFFIN 


“since 1899" 


MANUFACTURING CO. 





ERIE, PA, 
89 





Lockwood Changes Policy For New York City; 
Adon H. Brownell Heads Distributor Sales 


Important policy changes 
which will affect sales in the 
metropolitan New York City 
area have been announced by 
Lockwood Hardware Mfg 
Co., of Fitchburg, Mass. 

Lockwood will completely 
discontinue all direct bidding 
as 800m a8 present commit 
ments and contracts are com 
pleted. Effective Sept. 1, the 
policy of distribution will be 
that of selling only through 
recognized distributors 

Adon H. Brownell, vice 
president of the company, 
has volunteered, and his offer 
has been accepted by the com 


pany, to come to New Yorl 
to head up sales under the 
new policy. 

Mr. Brownell has a long 
record of distributor par 


ticipation and cooperation. 
For more than 50 years the 
company has had successful 
and profitable direct contract 
distribution in the New York 
City area. 
Since the 


Nationa! Build 


ers’ Hardware Assn. conven 
tion 


in New York in the 











You carry a quality line 
with a quantity demand 
when you stock Kimble 
Class Towel Bars. 


They are made ith a wide range of 


spring of 1949, when John J 
Meyer, Lockwood vice-pres! 
dent and general manager 
spoke on the subject, Lock 
looked forward t 
distribution 


wood has 


exclusive 


through recognized distrib 
utors in New York, as it 
does in other parts of the 
country. 

This objective, the firm 


states. has been reached 


Janney, Semple, Hill 
Honors Two Employees 


Two retiring 
hardware 


time 
were 
honored recently with silver 
yifts, and a din- 
ner attended by Quarter Cen 
tury Club members of 
ney, Semple, iH ill & Co., 
Minn., 
Kimer G. 


long 
employees 


accolades, 


Jan 
Min 
nea polis, wholesaler 
lande, retiring 


under Janney’s pension and 


retirement plan, began as a 
tock boy with the firm long 
World War |. He 
progressed through office and 
duties in the indus 
trial department until his ap 


befor « 


selling 





A bar for every purpose, 


maximum of 


priced to stimulate sales and give you 


KIMBLE GLASS BARS 


AN (1) PRODUCT 


News of the Trade 


sizes and styles to fill every customer's 
need. Thev are designed to vive the 


cConsumel 


high profit margin. 


pointment as buyer of build 
ers’ hardware. 

Mr. Lande was later elect 
ed to Janney’s board of di 
rectors, and last year, at th 
beginning of his retirement 
program, was elected an hon 
orary director, 

Helen Loosen, also retiring 
under Janney’s retirement 
plan, began with the firm in 
l918. She advanced through 
statistical departments until 
her most recent responsibili 
ties in charge of payroll and 
various welfare functions. 


(See picture on page 03) 


Bates Succeeds Marvin 
At Stanley Hardware 


Stanley Hardware Div. of 
Works has ap 
pointed John F. Bates 
manager for the eastern re 
gion. He rank E 
Marvin, who retired after 5! 


The Stanley 


saie 


succeeds 


years with Stanley 

Mr. Bates has been wit! 
Stanley since 1945. He wag a 
sales representative in New 


kngliand and the Minnesota 
Wisconsin regions since 194% 

Mr. Marvin joined The 
Stanley Works in 1905 as an 


office boy. In 1930 he was 


a price for every purse 


KIMBLE GLASS BARS 


Don't dela, 


with your wholesaler or write for one 


value but nearest 


Illinois 





You 


Company, subsidiary of Owens- 


loledo | 


Owens-ILLINoIs 


GENERAL OFFICES - 








FRANK E. MARVIN 


appointed New England dis 


trict sales manager and be 
came eastern district man 
ager in 1446 








place your order today 






Address Kimble 


Class 






( Ihio 








POLEDO 1, OHIO 
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Westclox Names Millikin 
To Sales Division Post 


Harold T. M. Millikin has 
been appointed assistant gen 





HAROLD T. M. MILLIKIN 


eral sales manager of West- 


clox Div., General! Time 
Corp., La Salle, Ill. 
His new work is in addi- 


tion to present duties as ad- 
vertising manager. 


Mop Manufacturers 
Elect N. T. Drummond 


Norris T. Drummond, of 
the Fuller Brush Co., Hart- 
ford, Conn., was elected pres- 
ident of the American Mop 


TOPPER SAYS, 
























in 


PIMWE 


and 








a new design that’s fresh, popular, chock full of 
sales appeal. “Modern” in Pink and Turquoise 
has an attractiveness that’s fast making it one of 
the leaders in the housewares field. Originally 
designed by Continental Can Co., “Modern” by 
PRO-TEX is a natural companion. 


extra sale. 


Remember: You can poy more, but you can’t buy better! 


. 
e)/ / 
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FURQVUOIZE 
stove mats 


Modern women are demanding “Modern”... 


in this popular Decoware pattern. 
PRO-TEX is made by Ballonoff, America’s 


largest stove mat manufacturer 







-News of the Trade 


Mfrs. Assn. at the semi 
annual dinner meeting § in 
Atlantic City. He succeeds 
talph F. Henn, of Du-All 


Mfg. Co., Geneva, Ohio, who 


had been president since 
1951. 

Other officers elected were 
A. L. MacLean, of Stanley 


Home Products Corp., West- 
field, Mass., first vice-presi- 
dent; S. A. Silver, of Silver 


Chamberlin Co. Div. of Ox 
Fibre Brush Co., Inc., Clay- 
ton, N. J., second vice-presi- 
dent; and Robert H. McGee, 
of Easy Day Mfg 
Brookline, Mass., secretary 

Edwin Masback, Jr., presi 


dent of Masback, Inc., New 
York, discussed selling po! 
icles in the hardware and 


mop industries in metropoli 
tan New York. 


McKinney Holds National Sales Meeting 





National sales meeting of McKinney Mfg 
held at Springs Hotel, Bedford, Pa 


mere handising plans were reviewed by 


Co. was recently 
Past activities and future 
US 


sales personnel 


and representatives for Skilleraft Ltd., Mé Kinney s Canadian 


afhliate. 







“It's SALES 


and an 


{ 
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Co., 


magic with...’ 





Atlantic City Is Scene 
Of Hardware Convention 


(Continued from page 87) 


in Trimble hall of the Cla 
ridge hotel. 

The convention 
at noon Oct. 10, 


session 


will close 
following 
an open of the 
wholesalers’ association to 
which all members of the 
manufacturers’ associatio 
invited, 
Entertainment 
in addition to 


functions, 


ure 
features 
the Oct. 7 
dancing fol- 
lowing the evening sessions 
The Ladies Luncheon wil! 
held at 1 p.m. Oct. & in 
Trimble hall of the Claridge 
hotel. John Mason 
will speak 
Things.” 
Further 
program 
be 


are 


be 


Brown 
on “Seeing 
of 
speakers 
the 


the 
will 


details 
and 
announced in 
future. 


nent 


McKinney Moves Offices 
McKinney Mfg. Co. re 


cently moved its midwestern 
regional sales office to new 
1316 
Evanston, Ill 


and larger quarters at 
Chicago 


A ve... 


5 
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Whitlock Dealer Tie-In Advertising Plan 


A new dealer tie-in news- 
paper promotion has increas- 
ed traffic heavily in seasonal! 
lines for accounts of Whit- 


lock Corp., wholesaler at 

Mount Vernon, N. Y. 
Quarter page ads of 600 

lines feature pictures and 


News of the Trade 








HUGE SAVINGS 


Can’) SEAT THIS MONTY 4aviINGe 
THESE FRIENOLY OGALERS ....d0ITER TIME ONLY! 








a 





ay 


Bett eect Wariner. 


awomay mAabweng 
Connri . wane nam 


—e “eee See: Somme , 
HOUST W ARES 
~~ 8 5, ee ae laws. © ft 
sae whiiam 
AD eo a, Yommem, #. 5, 
GRASSY GPRAMm 


OF teeeete 64 ote (PF freee 


JOGEPH ©. RYAN inc. 
Ss S26 * + 7 «oe : 
Ss HAROWARE 

’ 


i ae iow * © 








Quarter page ads such as this are bringing Whitlock dealers 


for 


heavy trafhe 
dealers. 


DEALER BRIEFS: 


(Continued from page 87) 





who recently 
Sprague 


sold his 
Hardware to Wil- 
liam Goggin retired. 
After 48% years of hardware 
merchandising, 39 years of 
which were done at the same 
location here, Mr. Sprague is 
proud of his title of Dean of 
Kalamazoo hardware men, 
New owner, Mr. Goggin has 
owned a paint and wallpaper 
store. He now operates both 
etores under the name of 
Sprague-Goggins Co 


as he 


Lewiaton, Minn 
ton Hardware Co., under 
new ownership of Bernard 
Matzke and Henry Lawrenz, 
has moved into the recently- 
purchased building formerly 
owned by Nusslock & Son 
Hardware Co Major re- 
modeling has been completed. 


Lewis 


Many new lines have been 
added. 
Pinconning, Mich.—Rear 
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seasonal items at low advertising 


cost to 


and 
former 


ranging 
the 


restocking of 
Wright Hard- 
ware store has been com 
pleted by the new owner, 
Frank Duranezyk. An open 
ing event was recently held. 


New name of the store is 
Frank's Hardware. 
Babylon, N. Y.—A_ two- 
day grand opening, featur 
ing gifts for the whole 


family, was recently held by 
Babylon Hardware. The 
store is operated by Kolmec 
Plumbing & Heating 
The 4000 sq ft story 
store operates as a subsidi 
ary of the parent § firm 
Harold Koltzau is president, 
and L. E. Spitzfaden is the 
vice-president. 


(orp 


one 


Charlea City, 
non Vanberg, Worth 
ington, Minn., hardware 
store operator, recently took 


Ver 


lowa 
former 


over ownership of Biddle 
Hardware from Mark Bid 
dle. New firm name is Van's 


Hardware. 


of the 
lock-supplied dealers together 


names various Whit- 
with promotional-type ads 
for lines such as barbecues 
garden hose, and lawn sweep- 
ers. 

Each participating dealer 
spends far less than he would 
for an equivalent amount of 
spice on his own. 


The success of the ads to 
date has “prompted many 
other manufacturers to in 


quire how they too can par- 
ticipate,” said Henry Stein, 
president. 


Doughman Is Promoted 
At Winchester-Western 


Winchester-Western Div 
of Olin Mathieson Chemica 
Corp. has named Clifford B 
Doughman assistant man 
ager of trap and skeet shoot 
ing promotion. 

Mr. Doughman, with th: 
company since 1947, has been 
field representative in Ohio 
After Sept. 1 his headquar- 
ters will be at East Alton, 


Il. 


Remington Arms Official 
Retires After 44 Years 


George E. Pinckney, assis 
tant to the vice-president and 
director of sales at Reming 
ton Arms Co., Inc., Bridg: 
port, Conn., retired last 
Oerding 
off 
renovation 
recent two-day re 
opening event. Remodeling 
of the 50-year old firm in 
cludes installation of a park 
ing lot. Appliances, 
wares, and gifts 
tured lines. 


Roseburg, Ore. 
Hardware topped 
pletion of a 
with a 


com 
job 


house 


fea 


are 


Washington, D. C. Mac 
Mannes Hardware & Gifts, 
which has a downtown store. 
will open a second store in 
the new Langely Park Shop 


ping Center in nearby Prince 


Georges County in the nea: 
future. New store will have 
7200 sq ft of stock and dis 
play area. 


Belton, Texaa—Mrs. R. |} 
Henderson, Sr., has sold 
Henderson Hardware to ID 
M. Adams and Jack Pitt 
man. Mrs. Henderson and 


the late Mr. Henderson had 
operated the business since 


1914. Long-time employee 
James Harris, remains on 
the staff. 
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month after 44 years of ser- 


vice. He was appointed to 
this position in December, 
1951. 


Fastener Manufacturer 
Makes 2 Appointments 


James M. Dill, Jr., has 
been appointed assistant to 
the vice-president, sales, and 
Ward K. Jones has been ap- 
pointed assistant office sales 
manager of Russell, Burdsal! 
& Ward Bolt & Nut Co., Port 
Chester, N. Y. 

Both men have been 
the company since 1946, 


with 





OBITUARIES 








Edward Malloy 


Edward Malloy, 45, a 
factory representative for 
the Chicago Electric Co., died 
on Aug. 16 while at Chicago 
His home was in suburban 
Philadelphia, Pa. 


Herbert W. Rucker 


Herbert W. Rucker, 72, a 
recently-retired retail hard- 
ware salesman, died on July 
12 at a Tulsa, Okla., con- 
valescent home after a 9- 


month illness. 


Chester G. Rand 


Rand, ¢ 
Connor and 
are, Waco, 
July 6 at his 
had ill for 


Chester Gilbert 
co-founder of 
Rand Hardw 
Texas, died 
home. He 
five months 


been 


Charles C. Fulton 


Charles ©. Fulton, 72, re- 
tired hardware merchant of 
Stevensville, Kan., died on 
July 18 at Daly Hospital, 
Topeka. His home was at 
Hamilton, Kan. 


Samuel L. Lytton 


Samuel L. Lytton, 
tired hardware 
Campbell 
died at his 
on July 7 
illness. 


89, 
dealer of 
Paris, Texas, 
in Dallas 
following a long 


re- 


and 
home 


Lubion E. Rich 


Lubion E. Rich, 83, a re- 
tired 45-year sales veteran 
of Hall and Knight Hard- 
ware Co., died on July 17 at 
Central Maine General Hos- 
pital, Auburn, Maine, follow- 
ing a short illness. 





1956 





A report in pictures of events in the trade 








HA Photo Angles 





EF. G. Lande and Helen Loosen after receiving farewell gifts 
upon retirement under Janney, Semple, Hill & Co., pension 
and retirement plan. (Story begins on page 90) 





> 


Vv 


William (left) and Warner Hofstrand. Here they are receiv 
ing wrist watches and service certificates from George W 
Welles, Jr., president of Kelley-How-Thomson Co., Duluth, 
Minn ; wholesale: 








> 


Contest winner Ivan R. Miller (left) points to display that 
helped him win $100 savings bond award in recent Camillus 
( utlery knife promotion Fran DeV yider, salesman for Strat 
ton and lerstegge Co., Louisville, Ky., wholesaler services 
Mr. Miller's account and made the presentation The winner 
runs the Crawford County Farmer's Exchange at Robinson, II! 





This is the architect's sketch of the lowa Retail Hardware 
Association's future home at Des Moines. It is under con 
struction, with completion about Nov. |. The one-story build 
ing will house merchandising schools for dealers and em 
ployees as well as the association bookkeeping services 
Formal opening and dedication will take place during the 
59th annual convention of IRHA on Feb. 5-8. Present asso 
ciation headquarter is at Mason City, lowa 
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A School bells soon 
start ringing... 





The SCOUT No. 453. Body ana ‘ A OW 
shackle of heavy, brass-plated steel. Brand 
new “Sure-Grip'’ knob. Width, 1% in. 
shackle, % in. diam. %" « 4%” Clearance. 


weight, 4 ibs. per doz. individually boxed 
12 to a display carton. Retaiis at 65¢. (Your 


cost $5.15—your profit $2.65 doz ) for 38 million special prospects! 


In the months ahead, plenty of eager young hands will be reaching for 
these popular Slaymaker combination locks. Yes, sir—38,000,000 
potential padlock customers in the school age bracket alone. That's 
better than | in 5 of your local citizens, plus millions more who demand 
rugged combination padlocks all the year ‘round. They have the kind 
of sales features school kids really go for—-down-to-earth prices, rugged 
construction, smart styling. 


[here's the Scout-——the lowest-priced full size combination lock on the 
market today; the Minute Man—the only laminated combination lock 
made; and the Super Minute Man-—the very finest money can buy. 
Keep them on display in their distinctive cartons. They'll stop store 
trafic-——and the padlocks will do the rest. Order your stock now from 
your jobber! 



















Ey | 
7) 


™ Siaymane™ 
The MINUTE MAN No. 653. Case of 10-ply, mut 


tivriveted, laminated steel. Casehardened shackle 
Brand-new “Sure-Grip” knob. Width, 1% in.; shackle, 
4” diam. %" « A” clearance; weight, 5 ibs. per doz 
individually boxed, 6 to a display carton. Retails at 
$1.10. (Your cost $8.80-——-your profit $4.40 doz.) 






















They sell themselves. Let the customer 
handie the Slaymaker lock that surts his taste 
and pocketbook Dest. Let him spin the dial, 
test the precise mechanism, snap it open! 
He'll know it's the right combination for him! 



















The SUPER MINUTE MAN No. 654. Case of 12 
ply, multiriveted, laminated steel. Casehardened 
shackle. Width,1 4% in.; shackle, % in. diam., A” 2h” 
clearance, weight, 6% Ibs. per doz. individually boxed 
6 to a display carton. Retails at $1.35. (Your cost $10.80 
your profit $5.40 doz.) 





J aymakerioce conrays 


| Since 1888 Lancaster, Pa., U.S.A. 
J Nationally advertised in The Saturday Evening Post 
al WORLD'S MOST COMPLETE LINE OF PADLOCKS 
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The BIKE SCOUT No. 453E. Body 
and shackle of heavy brass-piated 
steel. Brand-new “Sure-Grip’ knob 
Width, 1% in., shackle, % in. diam., 
‘4’ 5 3-16” clearance. Retails at 75c., 


The BIKE CHIEF No. B401E. Solid 
brass, polished finish. Tough steel 
shackle. Width, 1 15-16 in.; shackle, 
% in. diam. 14%" 25 5-16” clearance, 
warded mechanism. Retails at 98c. 


The BIKE SENTINEL No. 3ITEB. Rust 
less alloy body. Width, 1% in. Brass-plated 
steel shackle “% im. diam. with 4” 2 5A” 
clearance Warded mechaneam 49¢ retard 
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The bicycle crowd 
is rolling... 


a 








“Back to School” means “Bike to School” to ever-increas- 
ing numbers of youngsters today—and it means more 
bike lock sales for you! 


Show them this smart trio of Slaymaker Bike Locks-——the 
Bike Sentinel, the Bike Scout, and the Bike Chief. The 
price tags of 49c, 75c and 9&8c are eye-openers in them- 
selves. And they feature all the rugged security, styling 
and rustlessness any youngster could want. 


EYE-CATCHING DISPLAY CARTON 
. . » PROFITABLE DEAL! 






- . 
ri *SM 1 MERCHANDISER 
An investment of $5.92 puts you in the 


bike lock business! This handsome 
merchandiser contains four each of the 
three padiocks iliustrated 


Retail valve $8.88 
Your cost 5. 92 


$2.96 





coal 
Wot. 6 Ibs. 


Low-cost, fast selling locks compact merchandising unit 
no big investment on your part. Just display ‘em and sell ‘em! 








DaYMAKEL race conan 
Since 1888 Lancaster, Pa., U.S.A. 


Nationally advertised in The Saturday Evening Post 
WORLD'S MOST COMPLETE LINE OF PADLOCKS 
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INDEPENDENT 
HARDWARE 
EXHIBIT 


to discover on 
Benes Ag eee assortment ee 
IMPOR DOMESTIC TOOLS ° 
ante e joB LOTS ° CLOSEOUTS 


ot its first show in the 


PARK SHERATON HOTEL 


Ss. 
7th Avenve between 55th and 56th Sts 


on the Mezzanine Floor 




















SHOW HOURS 


Sunday, September 30th, 1 PMto 10 PM 
Monday, October Ist, 10 AMto 10 PM 
Tuesday, October 2nd, 10 AMto 10 PM 
Wednesday, October 3rd, 10 AMto 10 PM 
Thursday, October 4th, 10 AMto 10 PM 


You will be accorded a cordial reception. 











HELLER 





IEW 





STORE FIXTURES 





Heller's store fixtures move merchandise 
faster. Their better display makes selling 
easier. (Actually people serve themselves.) 

There are Heller fixtures for every kind of 
merchandise and for largest display vo wet 


ity. No other quality fixtures match Heller's 
money saving prices. 


Ask for fixture catalog No. 7A 


W. C. HELLER & COMPANY 
MONTPELIER « OHIO 





























FRED C. BARKSDALE, 
recently retired vice- 
president and buyer for 
Brown-Roberts Hardware 
& Supply Co., Ltd., in 
Alexandria, La., had been 
with that wholesale house 
since 1905. He began his 
hardware career as a 
stenographer, later serv- 
ing the firm in other ca- 
pacities including several 
years as a traveling sales- 
man. He headed the com- 
pany’s former retail store division at the time it 
was discontinued in 1932. He is a past president 
of the Southern Wholesale Hardware Association. 
Although he has never sought nor held public 
office, he has served his community in various civic 
activities. 


A. O. STRAND has been 
in the retail hardware 
business since 1903, and 
a partner in the present 
Amlie-Strand Hardware 
Co., an Our Own hardware 
store in Benson, Minn.., 
since 1905. He has man- 
aged the firm since 1922. 
Associated with him in 
business are his son 
Winston and a daughter 
Adelyn. Mr. Strand is 
active in the Masons, 
Kiwanis Club and the Benson Chamber of Com- 
merce. His hobbies are golf and fishing. He also 
finds pleasure in mowing his lawn. 
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(Machine on which above sledge was tested ) 


WAR 


trade 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil Railway Track Tools 


General Offices 


Export Division 





30 Church St... New York 7, N. Y. 



















This Warren-Teed sledge head was struck 
over 30,000 times against a hardened anvil at a 
force 2 times the striking power of a husky 
six-foot man more than 3 times the wear 
given an average on-the-job sledge. Even 

after this beating, no cracking, chipping or 
curling was noted. 

The unretouched photo above (one of many 
such Warren-Teed production test 
sledges) is proof that Warren-Teed sledges 
take it 


can in the laboratory or in 


actual use. 


AAW 
HANDLE 


NEW.. 





EED 


mark 


The finest obtain 






able anywhere .. 


at any price. 





Warren, Ohie 





HARDWARE AGE, AUGUST 30, 1956 














How's the Hardware Business? 





Trading Stamps Are Big 
Headache to Grocers, Too 


(Continued from page 14) 


found they were making more 
money. 


Smaller stores felt the least bene- 
fit. Nearly six out of ten smaller 
dealers found they were losing 
money and only two out of ten 
could report increased profits. 

How do stamps affect volume? 
More than six out of ten food mar- 
kets sold more goods, the rest sold 
about the same volume as before 
giving stamps. 

Bigger stores were aided the 
most; eight out of ten reported 
higher volume. For smaller stores, 
less than six out of ten had in- 
creased volume. 

How much did stamps increase 
volume? Increases in sales ranged 
from 1.5 to 75 percent, but the 
average increase for ali stores was 
19.1 percent. Again the larger 
stores benefitted more than the 
smaller stores. 

What did trading stamps do to 
operating expenses? Nearly eight 
out of ten food stores reported 
higher expenses. 

How have stamps affected mar- 
gins’ Stores split about evenly on 
this question. One-third increased 
their margins, one-third decreased 
them and the other third held to 
the same margin. 

Nearly half of the larger stores 
were able to raise their margins, 
but only three out of ten smaller 
stores could and still remain com. 
petitive. 

How do food dealers offaet the 
higher operating costs? Two out 
of 25 dealers just shell it out of 
their own pockets. They feel these 
costs cannot be absorbed 

Less than one out of ten dealers 
found the added costs absorbed by 
increased volume. Most dealers re- 
sort to using fewer low-price spe- 
cials and reducing advertising. 

What about competition? More 
than four out of five food stores 


98 


now have competition from other 
food stores giving stamps. 

The competitive advantage they 
had when they started giving 
stamps has been lost. 

Competition is just as keen as 
it was before they started losing 
money by issuing stamps. 

Progressive Grocer concludes 
that trading stamps do not help 
the smaller store as much as the 
larger one. Stamps do not bring 
the smaller operator the same vol- 
ume increase as the larger oper- 
ator; they cost him just about as 
much; his prices must remain com- 
petitive. The small operator thus 
finds himself in a very uncomfort- 
able squeeze. 


Fayette Plumb Adds Two 
$3.95 Hammers to Line 


Fayette R. Plumb, Inc., Philadel- 
phia, has added two hammers to ita 
line that will retail for $3.95. 

The Plumb F-16 nail hammer 
and the Plumb FI16R ripping ham- 
mer feature balanced fiber glass 
handles of lightweight construc- 
tion and polished heads. Handles 
are finished in red. 

toth hammers are assembled 
with Permabond to keep handles 
from coming loose in normal use. 


Montague-Ocean City Is 
Paying Freight Charges 
City Rod & 
Philadelphia, has an- 
that it is now paying 
freight charges on all shipments 
of 100 |b or more to accredited 
fishing tackle jobbers. 


Montague-Ocean 
Reel Co., 
nounced 


Paul J. Johnson, company presi 
dent, said his company’s payment 
of freight charges would not af- 
fect prices of its merchandise. He 
said the company is absorbing the 
cost of the program, estimated at 
$200,000 a year. 

Montague-Ocean City’s decision 
freight was reached 
after a series of meetings between 
company executives and represen- 
tatives of the Sporting Goods Job- 


to pay the 





bers Assn. The association has 
been campaigning for tackle 
manufacturers to absorb freight 
charges. 


Bolt Maker Changes 
Pricing Structure 


Russell, Burdsall & Ward, Port 
Chester, N. Y., bolt and nut manu- 
facturer, has initiated a new pric- 
ing structure which includes in- 
creased cash discounts, according 
to a statement by H. O. McCully, 
sales vice-president. 

Chief features are establishment 
of quantity brackets with gradu- 
ated discounts and adoption of 2 
percent discount payment 
terms. 

Graduated discounts means that 
while prices of one product group- 
ing have been lowered 5.4 percent, 
another group, such as a slow-mov- 
ing small-lot size, may show an in- 
crease to 31 percent. 

“Customer’s prices will depend 
upon his product mix and method 
of buying in this entirely new con- 
cept of marketing,” said Mr. Me- 
Cully. 

Quantity brackets are established 
at 40,000 lb and 20,000 lb ship- 
ments, 30-container shipments, full 
container quantities, and less than 
full container Former pre- 
miums still apply to the last cate- 
gory. 

New discount schedules are now 
being distributed by the firm. 


cash 


lots. 


Hardware Wholesalers’ 

Sales Up 3% in June 
Sales by 

went up 3 


wholesalers 
percent during June 
from May to put sales for the first 
six months of 1956 ahead of the 
same period in 1955, the Commerce 
Dept. reports. 


hardware 


Business Failures Drop 


Business failures in the nation 
in the week ended Aug. 9 dropped 
to 229 from 282 the previous week, 
according to Dun & Bradstreet, 
Inc. Failures were 169 above the 
comparable week of 1955. 


Mirro Raises Prices 


Prices on Mirro cooking 
5 


uten- 
sils are going up 5 percent about 
Sept. 15, Aluminum Mfg 
Co., Manitowoc, Wis., announces. 


(,0oods 
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—— Consumer Mailers — 


New Wholesalers Aids 


for Dealers’ Use 








Bostwick-Braun Offers 
Christmas Gift Catalog 


A full-color consumer Christmas 
gift catalog for dealer use has been 
prepared by Bostwick-Braun Co., 
Toledo, Ohio, wholesaler. 

The 24-page catalog measures 







Ye 
‘he 


a ; . 
/ means 


aig sf 


tf DEALER'S STORE NAME 


54, x 8 in. and has space for the 
dealer’s imprint. The theme of the 
catalog ties in with the IRHA 
Family Gift Center. 





Featured in the catalog are hand 
tools. portable electrie tools, sport 
ing goods, electric housewares, and 


nousewares. 


Billy and Ruth Catalog 
Features 10,000 Prizes 

The 1956 edition of the Billy 
and Ruth Book, a 48-page color 
catalog which dealers use as a con- 
umer mailer for Christmas toys 
is being offered to dealers by Billy 
and Ruth Promotions, Philadel- 
nia, Pa 

Part of a promotional kit, the 
book is companion to a display kit, 
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STAR'S \ wore nn: 
PASTE LING can et 


Do it 40 self 
AMERICANA 


COLORFUL Nea Passi’ pal be 
CARDS for a | 
EASIER, | y 
Mies time ~ 

=\ bs 


E a 
| 
q 


FREE New \ 


Do-It-Yourself” 
DISPLAY RACK 


SEND TODAY FOR with Assortment £1200 
COMPLETE CATALOG 


AND INFORMATION 
ABOUT DEAL #1300 








* 


ery 


Sold through wholesalers only 


New Wholesalers’ Aids 


(Continued ) 





advertising mats, promotional aids, 
and a store decal which identifies 
the dealer as a Billy and Ruth out- 
let. 

To stir up customer interest in 
the mailer, a coloring contest is 
offered with 10,000 prizes of toys. 
plus two flying trips to Arizona as 


Supplee-Biddle-Steltz, Philadelphia 
wholesaler, is managing director of 
Billy and Ruth. 


Van Camp Hardware Has 
Fall Dealer Circular 


Van Camp Hardware & Iron Co.. 
wholesaler of Indianapolis, Ind., 
has prepared an eight-page two- 
color fall circular to cover a nine- 
day sale. 


grand prizes. The tabloid-size circular has 
space for dealer imprints and is 


Wm. Geo. Steltz, president of 


z 





One of our suggested window displays 


For Fall... A TRIPLE Feature! 


Our consumer advertising for fall will feature three of the most 
widely recognized and accepted Pratt & Lambert products: 
Vitralite, The Long Life Enamel; New Lyt-all Flowing Flat; 
"61" Floor Varnish. 

P& L dealers, with an eye to profitable, related selling are tying in with 
this national program. And to help these dealers make greater sales, 
we are supplying them with modern, colorful display material, sug. 
gestions for attention-getting window trims and mats for newspaper 
ads. This is a powerful business-building program. If you are not a 
P&L dealer, get the full profit story by writing Pratt & Lambert-Inc., 
75 Shamed =. Buffalo 7,N 

In Canada: 254 Courtwright St., Fort Erie, Ontario. 


PRATT xs LAMBERT- INC. 


4 Dependable Vame in Paint since 1849 


NEW YORK - BUFFALO+CHICAGO+FORT ERIE, ONT. 
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built on the theme of Autumn 
Serenade. 

Featured in the circular are 
tools, housewares, decorative aids, 
appliances, plumbing supplies, gift 





items, sporting goods and light 
fixtures. 

Van Camp has prepared a 126- 
piece store and window trim kit 
for dealers tying in with the sale. 


Fall Circular Available 
From Schelly & Bro. Co. 


A four-page full color tabloid 
size fall circular has been prepared 
by C. Y. Schelly & Bro., Inc., whole- 
saler of Allentown, Pa., for its 
dealers. 

Space is provided for dealer im- 
prints. 

Featured in the circular are lawn 
equipment, tools, housewares and 
paints. 
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Striking out 
on the 
Slow ones? 


| 


Fe 


THE GOULDS TEAM* HAS YOUR ANSWER 


[f your pump profits are tied up in big, slow-moving 
inventories ~~ it's time to let the Goulds Team go 


to bat for you! 


Your Goulds Distributor and Goulds Representative 
can show you how to do more pump business with 


less dollars invested how to make more money 
Gordon Andrew (at right abe 

W.T. Andrew Co., Detroit, and Car They'll help you select a balanced stock of best 
Laib., Goulds Representative, team 


up to help Goulds Dealers in eastern 


sellers in your area~and back up your sales with 















M ic hugan 
prompt deliveries of pumps and parts from nearby 
distributor stocks 
The Goulds Team is in business to help you sell 
: Goulds Pumps. Call your Goulds Distributor or 
write us for tull details 
’ 
GOULDS PUMPS, INC. Dept. HA-726, SENECA FALLS, N Y 
A Complete Line ol 
Pumps for every Farm 
and Home Need 7 
fou get MORE with BOUL DS’ PUMPS 
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Promotions 





Manufacturers’ New Merchandising Plans 


Tea Kettle Is Featured 
in Promotion by Revere 


A limited-time price reduction 


on the Revere Ware 2'.-qt copper 
bottom whistling tea kettle, aimed 
at increasing store traffic and 
boosting sales of other copper-clad 
utensils, has been announced by 
tome Mfg. Co. Div. of Revere 
Copper & Brass Inc. 

Through Oct. 15, the tea kettle 
price has been reduced from $5.50 
to $5.9R. 

tegular trade discounts and full 
mark-up are not affected 


Price Specials Offered 

By Dazey on Two Items 
Two special price offers for its 

magnetic bottle opener and junior 

can opener have been prepared by 

Dazey Corp., St. Louis 
The magnetic bottle 

which regularly retails for $2.49, 


opener 





HOW 

TO SELL 
BISSELL 
SWEEPERS 


».. one of a series 





cleaning — is so easy to run 


NATURALLY, YOU DON’T SELL BISSELLS’ 


try those handsome sweepers themselves 





will cost only 1¢ with the purchase 
of the leeramic, which retails for 
$12.95. Each [ceramic will be 
packed in its own display box with 
the bottle opener glued to the top 
of the box. 

The can opener has been reduced 
from $3.49 to $2.19 during the spe- 
cial promotion. 


Westinghouse Launches 
Light Bulb Sales Drive 


Westinghouse’ Electric Corp. 
light 
bulb sales campaign built around 


its new pastel tinted light bulbs 


has launched a national 


The new bulbs are being fea- 
tured in full color advertisements 
in national consumer magazines. 
They are also being promoted on 
Studio One television program on 
CBS 

Merchandising and point-of-sale 
materials for the bulbs have been 
prepared 


These include a large 








background display, two new mer- 
chandising floor stands, conversion 
signs for merchandisers now in 
use, window streamers and other 
items. 


Several million consumer hand- 
out folders have been printed. The 
folders contain a special color se- 
lector and hints on how to use 
each of the new tinted bulbs. 


O-Cedar Schedules Ads 
To Promote Nylon Mops 

O-Cedar Div. of American Mari- 
Chicago, has scheduled 
consumer advertising for its nylon 
dust mops in 10 consumer maga- 
zines and two Sunday newspaper 
supplements this fall. 


etta Co., 


Ads will appear in the October 
of Better 
Household, 
McCall's, 
Modern Romances, Parents, Red- 


and November 
Homes & Gardens, 
Ladies’ 


issUeCS 


Home Journal, 
hook, Sunset, True Confessions and 
True Story magazines. Six ads are 
scheduled from September through 
This Week Sunday 
supplement and five ads in Parade 
Sunday supplement. 


November in 
Ads for Dri-Glo polish will ap- 


mt 
al 
Y 














FOR POGO STICKS! But make sure customers 
show ‘em how a Bissell! lightens their job of daily 


No lugging, no plugging with a Bissell. Handy display rack 


takes up only two feet of space — and earns its keep in traffic spots. Timely toppers remind cus 


tomers these are the Bissell Sweepers they see Arlene Francis and Dave Garroway using on TV! 






There's no trick to sweeping up profits with Bissell Sweepers |! 


Bissell Carpet Sweeper Co 
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pear in American Weekly Sunday 
supplement in September, October, 
and November. 

Other ads will appear from Sep- 
tember through February in What's 
New in Home Economics, Forecast 
Practical 
Home Economics and Co-Ekd maga- 


for Home Economists, 


Zines. 


Alcoa Prepares Special 
Christmas Gift Campaign 
A Christmas promotion with 
the theme of giving gifts made of 
aluminum will be 
Aluminum Co. of 


conducted by 


America from 


the last week in November to 
Christmas Eve. 

The campaign will be spear- 
headed by a four-page full color 
advertisement in December's 
Better Homes & Gardens mayga- 
zine. Other advertisements will 
appear on the Alcoa Hour on 
NBC-TV on Dec. 2 and 9 

A paper-backed aluminum foil 
three-dimensional star is being 


offered to dealers for use 
in with the 
three 


in tying 
The 


and 


promotion star 


Comes iin 


SiZCH Can be 


hung anywhere in the store 


$5 Trade-in Allowance 
Is Offered by Synchro 


Synchro Corp., Oxford, Mich., is 
featuring a $5 trade-in allowance 
on its Model 210 jig saw in adver- 
tisements in 


Popula r Mecha nics, 


Popular Science, 
Home Scouting 
and Saturday Evening Post. 

The offer is fea- 
tured in the IRHA merchandising 
kit and the IRHA advertising sec- 
tion of Saturday Kvening Poat of 
Nov. 24. The $5 allowance is for 


any hand saw or power saw 


Family Handy- 


man, Craftsman. 


trade-in also 


( ooperative newspaper advertis- 


ing mats for dealer use are also 


available 


Sunset Section to Feature 

Dealers as Gift Centers 
Sunset magazine is tying in with 

a Christmas promotion of the Na- 


tional Retail Hardware Aasn. to 
make hardware stores a “Family 
Gift Center” during the 1956 
(hristmas buying season 

The magazine will carry a spe- 


cial advertising section featuring 
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gift center values and explaining 
why a hardware store is the best 
place for Christmas shopping. The 
special section will be carried in 
the December issue which appears 
around Thanksgiving. 

Working with the magazine on 
the promotion California 
Retail North 
Coast Retail Hardware Assn., Paci- 
fic Northwest Hardware & Imple 
Retail Assn., Intermountain 
of Hardware & Implement 
Pacific Southwest 


are the 


Hardware Aassn.. 


ment 
Assn. 
Dealers, and 


Hardware Assn. 


Advertisements to Sell 
Home Repair Projects 
The Ware Mfrs 


Council has developed a four-page 


Calvanized 


newspaper supplement containing 


tories and pictures on the theme 


that fall is a good time for house- 
making home 


cleaning, painting, 


repairs and starting do-it-yourself 
projects 
that 


upplement will tie in 


Newspapers publish the 
advertising 
of hardware stores. 

will be aimed at 


Stories promot 


ing the sale of galvanized ware 

yardening supplie and electri 

power tools. 

instalment Buying Is 

Off Slightly in June 
(Customers slowed down their 


credit buying slightly in June, but 
still 


debt with instalment payments, the 


went $299 million deeper into 


Federal Reserve Board reports 
The additional instalment debt of 

S299 with $765 

million in June, 1955, and $341 mil- 


lion in May, 1956 


million compares 


Together with all other credit 
customers 


This 


billion 


purchases and loans, 
billion on June 30 
$4.6 


end of June 


owed $37.1] 
was an increase of 
from the figure at tne 


ast eal 


Landers, Frary & Clark 
Offers Free Mixablend 


Landers, Frary & Clark is offer 
ing a free Universal Mixablend t 
any retail sales person who sells 
IX of the units 

The offer, which expires Dee 


31. is not limited 
time the 


lt applies every 


person se] ix unit 





tts stills GGG AL ALL AL AL AL AL AL AL ALL A 
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MR. PHXZ CARRIES 
A LOAD! 








A large investment in a | 
small volume line! 


Fasteners are only a small part of his bus: 
ness, bul Mr. Phar thinks he has to carry a 
large inventory of fasteners fo satisly his 
customers! loo bad he hasn't heard of the 





Sharon line—a complete fastener department 
with small investment, 1,000 sizes of the 
most-wanted fasteners in minimum space’ 


Hed be able to pul his money and valuadie 
counter space toward more prolitabie items 
and still have complete fastener stocks—with 
the Sharon Assortment! 


Small investment is one important reason why 


' pays to » the Sharon line! 


a 


ASK YOUR JOBBER, OR WRITE: 


Shanon (GA and Sohbet Co Porwood ) 





with this TRANSPARENT 


-P] A 


® EYE-APPEALING 
© BUY-APPEALING 
© PREPRICED 2 FOR 15 





Step up unit sales with the self-serv- 
ice “Can't-Miss’ 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO 





MARE WN 


" 
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Classified 





Opportunities Section 





Representatives Wanted 


Representatives Wanted Representatives Wanted 











AGGRESSIVE AGENTS WANTED 
BY NATIONALLY KNOWN 
MANUFACTURER 


to sell a complete line of Plastic Garden 
Hose, Triple Tube Soaker and Underground 
Sprinkler Kit. 


In reply, tell us about yourself; include spe 
cific area covered; lines now handled, etc. 


Address Geox H-73. care of HAROWARE AGE 
Chestnut & 56th Sts.. Philadetghia 36. Pa 











WkE MAKE A WELL FINISHED LINE of 
branded mechanics and homeowners tools inc! 
etar 


ditiy 
drills, cold chisels, carpenters wrecking 
floor chisels and brick chisels. If you are now 
calling retail hardware dealers in W estcheste: 
Connecticut and New England, can 


bar ® 


oti 


you iicrease 


your income substantially with our line (as other 
have cote iti be nna., N j and | ony leland 
N itiomal I ool { 90 Walker St : N y ‘ 

SALESMAN, AGE 25 TO 33 YEARS, Nort! 
Jersey Derritory to contact Paint & Hardware 
Dealers, and Industrial Accounts, a following pre 
ferrve:|, assistant to Factory Kepresentative salary 
& expenses, or commission Forward resume t 
include schools, & salary expected Address Hh: 
H.66, care of Haspwane Ace. Chestnut and ot 
Sts., Philadelphia 39, Pa 

WE ARE interested in hiring several good tras 
cling salesmen with the following of many year 
We sell one of the best toy lines in the count: 
to the retail stores. You may carry one othe: 
good line along with our line, Do not apply unles 
you have a good following with years of exper: 
ence. Commission basis only, Please give all in 
formation in first letter as to your experienc: 
territory you cover; the lines you carry; and how 


you call 
Addre > 
4 


often 
tial 
(Chestnut 


on trade. Replies will be confiden 
Hox H-32, care of Hasowane Act 
56th Sts, Philadelphia 39, Pa 


"LOUORING FOR A PROFITABLE PAINI 
BRUSH ! INF We are well known national! 
ufacturers of figh quality, competitively 
paint brushes of every description 
nyion Several 
able Very 


mat 
pri ed 
pure bristle and 
lucrative territories are 


now avail 


high commission, protected territories 
all shipments prepaid. State full 
firet letter. All replies confidential 


1.48, care of Hlamoware Act 


particulars 
Address 


( hestnut 


in) 
ia 


and Séth 


Sis. Philadelphia 39, Pa 

MANUFACTURER'S REPRESENTATIVI 
WANTED BY OULD ESTABLISHED MANI 
PACTURER OF ALUMINUM COOKING 
L'TENSILS for the State of lowa. Liberal com 
mission. State fully territory now covering Ad 
dress Tox H.49, care of Haspwaee Ace, Chest 
nut and 56th Sts., Philadelphia 39, Da 

WANTED FACTORY REPRESENTATIVES 
covering the liardware trade New. extreme! 
low price expansion anchor deigned for all types 
of installation Meeting with tremendous succes 
Samples and lterature lordan Industries I re 
Dept. He, 2 NW. 75th Stret, Miami, Pla 

REPRESENTATIVES WANTED opportu 
nity for several established Commission Repre 
sentatives in States of California, Washington 
Oregon, Tennessee, Missiasipp:, Alabama, Louis: 
ana, Maryland. Virginia and Kentucky w here “we 
have previousiy sold We manufacture Plambun; 
Hrase (,o0ds, both (Cast and Tubular to be sold 
through channels of Hardware Stores, Building 
and Lumber Yards, large Plumbing ( ontracto: 
and other Plumbing outlets using our product 
State territory covered actively reterences, an 
other specific details. Address: Box H-55, care 
of Hanpwase Act. Chestnut & Séth Sts, Phila 


deiphia 39, Pa 


104 








EXPERIENCED SALESMEN 


with lollowing among retail hardware and 
houseturnishing stores, to sell the most 
popular branded line of dog furnishings 
Can be handied as a side line. Liberal 
commission. Choice territories open. 


Address Geox H-Si, care of HARDWARE AGE 
Chestnut & 50th Sts, Philadeiphia 30, Pa 














PAINT BRUSH SALESMEN 


Ketablished successful manufacturer with powerful lise 
open territories for sales producers. Prefer men 
caliliing of peint, hardware, lumber dealers and large 

Will comsider sideline men. We amerate 
and Atlanta warehouses 


Address Geox G-2, care of HARDWARE AGE 
Chestnut & Sth Ste... Philadeighia 39. Pa 


hae 


iInduets aie 
New York 








SALES REPRESENTATIVE WANTED 


Nationally known and long established 
Hardware manufacturers. Midwest Terri 
tory open. Please give resume of experience 
and territory covered 


Address Geox H-64. care of HAROWARE AGE 
Chestnut & 56th Sts., Philadelphia 36. Pa 








PAINT BRUSH SALESMEN 


Prominent 
tories for 


paint brush manufacturer has open terri 
sales producer. Prefer men now 
hardware, lumber dealers and indus 


* x ceeeful 


calling om paint 


trials Protected territories. Ketablished business. WII 
aiso consider sideline man or manufacturers agent 
Address Geox 615, care of HAROWARE AGE 


Chestnut & 56th Streets, Philadelphia 39, Pa 











REXCLI 


open 


SIVE PROTECTED 
for nationally distributed unique water re 
placement plumbing specialty item packaged fo 
sale to plumbing supply houses, hardware distrib 


TERRITORIE! 


and retailers Unique demonstration sells 
k out of 10 on firet call Address Hox 67! care 
of Haspware Ace, Chestnut & S6th Streets, Phila 


deiphia 39, Pa 





Monufacturer of high Quality and ( ompetitive 
line of (Cabinet Hardware wishes representation in 
the following areas. lowa. Dakotas. Minnesota, Weet 
ern Venneyivania, Oklahoma and Arkaneas Our line 
is sold direst retail lumber dealers hardware 
stores and kitchen cabinet manufacturers No jobber 
Pleas now handling and all 
if 


ta 
accimitite 
parti: i} 


Address Box 
Chestnut & 


mention lines 


are 


belie? 


4-40, care of HARDWARE AGE 
56th Sts.. Philadeiphia 39. Pa 











(AN Yo) 


Trespassing 


SELJ 
signs 
sighs 
smudging 
carton, $7.50 
purpose signs. If 
DURAPLASTI 
Hiartedale, N. ¥ 


NEW Dt 
to 


can 


RAPLASTI 
Hardware 

be soaked 
(50 signs 
de! to 
you can 


do 
SIGN COMP 


*N 
jobber s air Te 


tailers l hese in water 


without ais 
play stock 


erai 


days prene kead iT) 


store.) Also gen 


jot 


BOX 


a good 
ANY 


write 


l/l, 


SEVERAIT 
MANUPFACT! 
well packaged Drain Pipe 
Septic Tank Cleaner, and 

Stores and plumbing shops. ‘ 
ly priced, long commissions. Excellent 


TERRITORIES OPEN 
KER REPRESENTATIVE t 


PO! 
se} 
Sewer Lane 

Activator, % 
ompetitive 

opportunit 


Onener, 
( leaner , 


liardware 


to add a quality product to your non-conflictin, 
lines. State territory, lines carried, and reterence 
Address Hox 1-58, care of Harmoware Act 
Chestnut & Séth Sts., Philadelphia Pa 

rOrP RETAIL SALESMEN OPPORTUNITY 
to sel] nationally known steady repeat line, well es 
tablished 20 years. Highest Commission Rare 
opportunity tor reaily high earnings For active 

cml Shcle ne men ony Ketirements make severa 

flient territories svailable W rite fully expe 
ence coverage lines Po Hox 10, Pelhan 
New York 








4 hestnut and Séth 


TWO EXCELLENT SIDE LINE ITEMS for 
salesmen calling on retail hardware and paint 
stores. Orders taken to be filled by selected dis 
tributor hese items will sell to eight it of 

| every ten. Protected territory (ommission 20", 
on ail orders taken trom retailers. Write Fulton 
Products (o., Bernardsville, N. ] 

(COMMISSION SALI REPRESENTA 

TIVES WANTED for a tew choice protected 


territories lumber, busiding 
old established 
territ 
H-62 
Sts., 


to covert 
hardware trade for 
facturer. Mention 
ried Address Box 


material and 
door lock manu 
covered and lines car 
of llampwaee AGE 
Philadelphia 39, 


ry 
cate 


Pa 





Accounts Wanted 





MANUFACTURERS’ REPRESENTATIVES 
wanted to handle a top-quality ine of Marine 
| paints and/or a complete ne of interior and ex 
terior house paint lor more information write 
Paint Division, Hoffer Glass Co., In 220 Bellis 
St Wausau, Wisconsin 








FACTORY LINE WANTED 
Eastern Penna. to Wash. D. C. Area 


Experienced 
east coast 
coverage of 
fine of one with volume ootential 


Address Geox H-6!, eare of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa 


sales producer 
wholesalers 
above area 


selling nat’l tine to 
reducing territory for closer 
Want additional established 








NEW JERSEY 


Aggressive dependable coverage for en- 
tire state. Seeking one additional major 
item. We guarantee satisfactory represen- 


tation 








Address Geox H-59. care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa 
STOP!! LOOK! READ!! 
Betabliished 5 man sales organization giving therqugh 


and cotisistent coverage in Lilinots Indiana, Wiseconalr 
and Minnesota (‘over all hardware, industrial, chain 
gardet ets wholesale listrivbutorse Do dealer de 
ailitig We an well 


eare of HAROWARE AGE 
Philadeiphia 3. Pa 


Address Box F«-t, 
Chestnut & 56th Sts 








WELL KNOWN AND HARD HITTING SPE 
CIALTY SALES ORGANIZATION WITH HIGHLY 
SUCCESSFUL MERCHANDISING BACKGROUND 
AND REPUTATION FOR GETTING RESULTS IS 
SEEKING ADDITIONAL LINES WITH VOLUME 
POSSIBILITIES FOR DISTRIBUTION THROUGH 
HARDWARE, HOUSEWARES AND GARDEN SUP. 
PLY WHOLESALERS IN OREGON, WASHINGTON 
AND BRITISH COLUMBIA BEST OF REFER 











ENCES. BOX 480. HOUSTON 1, TEXAS 

AGGRESSIVE MANUFACTURERS REPRI 
SENTATIVE OPEN f iditional Hardware 
tool, garden line, for Met litan New York New 
lersey lieavy experience ‘ nw nationally knowr 
jine st ne we estab edd f wing among 
hardware tin vyardaen at in sity obbes cat 
alow hows un nd t tore I igh 
know how prot tit ind 1 rke ine 1 ut 
most potential Addr iH if ire f Jia 
ware Ace, Chestnut & 56t idelphia 39 
Pa 

NEW MANUFACTURER ACCENT eeks 
lines liardware ind nt ry field ft 
Metro New ) k and North New Je 
sey area. lias & ‘ ful epresente two ma 
nanufacture t} fie ma te tory tor the 
oast seve ve " eny © persona: |! 
| wits 1 7" ‘ aie eve ’ we with majo: 
Les irtmment Store ind «tna Will ne to ais 
entertain { position to be © partner of existing 
Repres itive amd adie ¢t it capital into suc! 

nture. Address Be H.5S4, care of Hampwanre 
Ace ( hestnut and 6th Sts ’ idelohia 19. “a 
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Classified Opportunities Section 


Accounts Wanted | Business Opportunities Help Wanted 























| FOR SALE ONE OF THE FINES! 
REPRESENTATIVES | HARDWARE STORES IN OHIO M dern 
Covering all classes of jobbers. Can render reliable. westien Wie ca ee . ok A - ' BUILDERS 


aggressive service. We are national distributors with Hex G-22. care of _Haapware Ace. Chestnut & 


established actively operating branch offices in New oth Sts., Philadelphia 39, Pa Hardware Salesmen 


York, Philadelphia, Detroit, Cleveland and Louis 


ville. We carry the account or you can bill direct Immediate opening for aggressive Builders 
Inquiries invited Write ANCO Cerporation. 7 Weed — 


Hardware Salesmen. Experienced in schools, 

Street, Pi ur oe 
iat Positions Wanted churches, commercial buildings, and resi 
dences. Must have ability to take off plans 

















EXPERIENCED REPRESENTATIVE, EX 




















ECUTIVE BACKGROUND with creditable re and estimate builders hardware. Call or 
HARDW ARE—HOUSEW ARE TOYS ord volume sales, desires change bh xtensive nati mal write Mr. Fred Reeve. Franklin 7.7580. 
$— icquaintance wholesale hardware, garden supply, 
chains, government procurement Wide travel ex 
Fo district man | | | a pr 
rmer district manager large ho ssewares pow ed threugheut United States, Canada. Mem Edward Hines Lumber Co. 
manufacturer wishes l or 2 good iines for i bership prominent trade associations seeks con 
solid coverage California and Arizona. Will | nection with reputable manutacturer (or ageney 17 v. Washington St, Chicage, IIlinols 
consider exclusive representation | Inquiries handled in confidence and will be a 
Address Box 4.53. eare of HARDWARE AGE | ' wie dwged Address Hox Ht .60 care ? 11 AR 
Chestnut & 56th Sts. Philadelphia 39, Pa | ware Ace, Chestnut and 56th Sts., Philadelphia 
; Pa 











REPRESENTATIVE WANTED 
IX YEARS EAPERIENCE IN HARDWARIT 
Semis abies “Mmtwiniin cco, coos cy Lan COVERING ELECTRICAL JOBBERS ONLY 




















ling a manager of 
agent covering Missour is iska. lowa hardware or hardware and building materials store Texas Oklahoma Arkansas Loulsiana Handle complete 
and Illinois calling on jolvb lepartment stores. | located in Southwest Let my experience make yuality line of Rack saw thilacte amd frames alm 
premium and chain store \ddress Hox H.44 money for you. Address Box H.-65, care of Haro ~~ fy A ~~? - pee - ~ 
care of Harb ware AGi {( hestnut & ft! we A | WARP AG (hestnut and Sé6th Sts Phi ideiphia ae oe ME en ey ay — Rigg By 0 Ben 
Philadelphia 39, Pa », Pa #7074, Fair Park Station, Dailas, Texas. interview 
will be arranged 
St) ( ALI! Fk stal ished eres fative ha 
open time for a iine tor hardware Rack Jobber Hel Wanted PX PERIEFNC ED SALESMAN. hardware. hand 
Chain and Dep't. Stores. We Ne neentrated | p tools, building material, steel and wire products 
coveTtage in So. f alit and lesired services of te wholesalers. chain stores ancl incduetrial sup 
a associated company . Cait Adare l1TARDWARE CLERK For Wholesale a pliers only Imported merchandise. (sive resume, 
Ronbill Sales Co.. 2330 West ird St | \ ele Retail Firm Must have Huilders’ Hardware ex eaperience Must be producer, have own car, live 
ertence. (,00d starting salary with advancements in San Francisco, California territors Northern 
(,/adstone’s Ine., 472 Grove Street. lersey City 2 California. Address Box 11-56, care of Tlasowanae 
New lersey Ace, Chestnut and 56th Sts, Philadelphia ) Pa 


Business Opportunities 




















COULD YOU MAKE AN ADVERTISING 
FOR SALE 

heart sxpunsing sommonitis eet” CaicaneEetab NCY ? 

menes ©, reat, Crceert capone pO eee lervasie AGE ACCOUNT EXECUTIVE igi 

edieining varant mow used fer parking and eutsias We are looking for a man who can bring us immigration of 

Address Box H-67. care st WAROWARE AGE new ideas and a fresh understanding of the hardware field to 

handle an important growth in this agency. 

IN ADDITION TO THE TOOLS MEN The man we want must be an executive. He could be the sales 
eo he A tga me yew Bagge Bes manager, merchandising manager or advertising manager of 
wee se he my etendhy Ay gl. A a manufacturer producing products for this field or of an 
Ween Tent Ce., 3) Walker St, Now York Ce outstanding distributor. 

; HARDWARE STORE. Located in fastest growir He should have some knowledge of advertising agency opera- 
in present location. Clean stock, Good lease, E tion and he completely up-to-date on merchandising tech- 
| to handle, Other interests require attention. Ad niques and practices in the hardware field. 
eee ee This man must be flexible and able to quickly learn advertising 
pamanet ih Bet ne enticcty oom binen ete agency methods. 

(T.M.) PIEMASTER. Modern way of maki 
eS ee ee ae, © oor Oe ae VanSant-Dugdale is a growing agency which has doubled its 
need eae i volume in the last five years. It offers attractive incentive 
phia 39, Pa compensation, retirement and a stock ownership plan. 
REPRESENTATIVES CONTACTING JOR If you think you're the man we're looking for, we'll welcome 
non our new metallic ironing board | i your resume, including picture—if possible. Send to Execu- 

wekage under own. brand for larg tive Vice President, VanSant-Dugdale, 15 E. Fayette Street, 
Prod . (Dest. "3 P ‘8 Pa : 'N a Baltimore 2. 
WILL SACRIFICE FOR $7.39 per 100 severs Please do not write unless you feel you can confidently back 
Soule te Beuthore tow Worltn, .Athaien up our requirements with facts. 
Georgia. Write A. Zweigel. Atoka, Oklahoma 
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NEW ae yy 


TILE TREADS panna Index to Advertisers 


Modern tile-matching stair 
Yt 
444 And 





treads in colors are a**must 
wherever tile has the floor, 
And tile has the floor 
in your customers 
recreation rooms, , 
hallways — all ff 
over the 

house! So 
gomodern 


Get Tile Uj 
“2 j 












life for your stair 
tread sales ! 


Contact your wholesaler Co G 
or write directly to: 








Aluminum Co. of America Getty & Co., In HS 1% 
Fremont: Ohie Gibson Good Tools, Inc 80 
"* American Tack Company 17 
Goulds Pumps, inc 101 
Animal Trap Co. of Americe 68 
» a Greentee Tool Company 107 
; = Atkins Saw Div 
CHAMPION aa Borg Warner Corp 3 Griffin Mfg. Company 6” . 
ae COMPLETE RANGE 
or Tyres 
AND SI1zZeS 
a 
Everything you pena 
. . FosSsiace 
want in a line quatiry 
R re 


fl ae 
0 amps A : ’ Ballonoff Meta! Products Co 9) Heller Co. W.C % 
i Bissell Carpet Sweeper Company '02 Hyde Mig. Company él 


4 Boonton Molding Company d 
x 


CHAMPION LAMP WORKS 


se ¥ Ow orf ‘ ve Oi Oertr~nm titcreiea LA 











Cc 
independent Hardware Exhibit 96 
You Make News ices hedeti te ee 
What you do is news to thousands of other icsutien Satie Mae 19, Lockwood Hdwe. Mfg. Co . 
hardware dealers who read HARDWARE AGE. 
They're interested in knowing of your plans ROP FS. PGE NDE: «TH 
to remodel, of new partners, stores sold or Cece Gebtes Gameinn 104 
bought, anniversaries, etc. 
Write us a short note about any of your é 
activities you feel would be of interest to sniities neti tee 10. 
others who read the News of the Trade regu- 
larly in HA, Don’t worry about style. Just 0 lohaston Mig. Co os 
give us the facts briefly; we'll do the rest. Ad- lones & Loughlin Stee! Corp é 
dress your note to the Editor, HARDWARE AGE, 9 ” 
Chestnut & 56th Sts., Phila. 39, Pa. | ; 
Dicks-Pontius Company 50 
















BUILDERS’ : i ak Coma ne 
Keufte!l & Esser Company 4) 4? 
HARDWARE Eagie Electric Mig. Company 107 
C , Kimble Glass Company 
Estwing Mfg ompany S ae Ue. @ Co en 
A favorite among builders for over 50 years! Owens Iilinols Glass Ce 


Yeur trade will appreciate the wide diversity of sizes and styles in the Kwikset Soles & Service Company |i 
comptete line of Netional builders’ hardwere _ 
Bech product is designed end manvtectured with core and precision cx 
te asevre the vilimete in service conveniences Built-in super strength 
\ " | accounts tor the unvevelly long operating efficiency and lasting weer 





of all Nationa! hardware products 


Use the new coteleg No. 26 for ready reference te the letest in quality 
herdwere Write todey if you heve not received your copy 


ef UP : MANUFACTURING COMPANY Fiex-O-Glass Inc 110 
Vlora TER L ING ptLcinors 


Frederick Mfg Company 80 Lamson & Sessions Company 2 
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Repeat Sales Depend on Quality! 





Index to Advertisers STOCK + DISPLAY + SELL 


MARK 









Type 8007 














: Type H8007 
Landers, Frary & Clark 41-42 Royal Electric Company is 
Lavelle Rubber Company 73 Russell, Burdsall & Ward Bolt & 
Nut Company is 
Lenk Mig. Company 17 
Leonard Company 88 
Linck Company, O. \08 Here's the Chicago Double Acting 
Gravity Type Hinge for Lightweight 
ne ee ae = Dwarf Louver Doors: 
$ 
SOME EXCLUSIVE FEATURES: Smooth Easy Action © No-Sag 
Sharon Bolt & Screw Company 103 Pivot Mounting © Minimum Oscillation ¢ Violent Action 
Eliminated © One Size for %" to 1%" thick Doors. 
Sherman Co. WH. 8 69 
Available with “Hold Open” Feature—Type H8007 
7 Siaymaker Lock Company 94.95 holds door open at 90° until released manually. 
ios ere on Stoniey Works Co — Ask Your Jobber or Write for Literature 
arshalitown trow o any i 
“Spring Hinges of Quality” 
Stor Meta! Products ¢ ompany 99 


McGill Metal Products Company 103 


McKinney Mfg. Company 53 Chicago Spring Hinae (tr 


Miller & Co. Inc., Robert £ 08 1500 CARROLL AVE.. CHICAGO 7 ILL 














BE SURE TO SEE... . 
ue Temper Corp 65 Ae! 


THE WORLD'S ae 






7 


N PUSH-PULL 
SIMPLEST PLUG rus 
ee ee ™ The Revolutionary New : a 
National Lead Company 84.85 JIFFY 
National Mfg. Company 106 


PUSH-PULL 
United States Plywood Corp —- PLUG 


| | PUBLICIZED TO THE MILLIONS 
ionc Screw f« ZOD q industrial Adhesives Div 63 
Nationa & Mig. Company 10 OF VIEWERS OF NBC TV ‘HOME’ 





National Meta! Products Company 80 


Ne. 900 
Here's the Revolutionary New plug that’s causing @ sensation through 
out the U. SS. A New principle gives 6 times the contact area of 
the standard plug Merchandised on individual cards in a self 
selling display carton of 25. or on a display card of 2% Get full 
details on this new profit-moaker from your wholesaler 


EAGLE ELECTRIC MFG. CO., INC. Long Island City 1, WY. 


Nicholson File Company ‘ 











YVaughon & Bushnell Mig. Company i 


Pittsburgh Plate Glass Company 








Paint Div 45, 
Portable Electric Tools ine 108 
Pratt & Lambert, inc 100 
w Sell GREENLEE 22 Solid-( enter 
Auger Bits in sets ond mate entra large 
Warren Too! Corp 97 sales. Durable green plastic rolls 
|, contain sets of 6, 6, 9, of 13 bits. 
Warwood Too! Company 4} 
Ne er Ele tr Com =~ 
Mer Electric pany “6-4 ” GRE LEE 
Republic Stee! Corp 66-47 Western Lock Mig. Company 55 _— = 
Write for free GREENLEE 
Hand Tool Catalog No. 35- 
Revere Copper & Grass, in Westinghouse Electric Corp 
Rome Mig. Co $| Lamp Div 19-20-21 -22-23-24 GREENLEE TOOL CO., 1813 HERBERT AVE... ROCKFORD, ILL. 
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MARSHALLTOWN TROWEL COMPANY -« 


For SELL 


=? M0-GO 


Profits 
when you sell BULBS 


protects MO-GO placed around bulbs planted in the 
Fall will give complete protection against their 
ly lb destruction by field mice and moles. An 

U 5 added profit to you and protection for your 





customers 


from moles, ** . « « « Only complete controt’’ 


Journal of Wiidlife Management. 

: . Trial size retails at 50c.; Home size (approx. 
ita mice 300 baits) $1.00; Estate size $3.75. Call 
your wholesaler or write 


©. E. LINCK CO., Inc., Clifton, N. J. 


(creators of world famous TAT Ant Trap) 





F mm MARSHALLTOWN 


CUTE TELS TROWELS 





Jacobsen Power Mowers—The Line of Leadership 


National Hardware Show 


Booth 747, New York City, October 1-5 
JACOBSEN MANUFACTURING COMPANY, Racine, Wisconsin 


MARSHALLTOWN, IOWA 


Tie-in With 
Strongest Local 
Power Tool 
Promotion Ever 


JOF for information write 


PORTAGLE ELECTRIC TOOLS, INC. 
Dept. HA 8/56 
320 W. 83rd $*t., Chicago 20, ili. 






























Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading ‘What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 














Johnston Power Mowers—The Main Line for The Middle Market : prnsTo, 


National Hardware Show 


Booth 708, New York City, October 1-5 
JOHNSTON LAWN MOWER CORPORATION, Brookhaven, Mississippi 















Ack your jebber, if he 














DOMES or SILENCE comramen 
RUBBER CUSHION FURNITURE GLIDES | cis 


NEW DISPLAY BOX 


Contains 1 Dozen Cards of 
either 5s”, 7/4" or 1° Domes 


PROMPT SHIPMENT 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
















3 COLORS 


is not supplied, write 















HARDWARE AGE, AUGUST 30, 1956 


. aoe atm 


\ HARDWARE / & 
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COTTER PINS 











“NAT STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National's most complete line 
This product superiority is reflected in National's smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off 
the-shelf selection of the size the customer wants. 








Standardize on National fasteners-—you'll always be 
sure that this most complete, high-quality line will 


c ‘ : CLA, | 
stand out in product performance and sales appeal. //, ational, 
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Ask Your Distributor... He Knows 








THE NATIONAL SCREW & MFG. COMPANY [j0...00 /7 Y = 
CLEVELAND 4, OHIO Y Sonn |g j 


Pacific Coast: National Screw & Mfg. Co. of Cal. y/ 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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FOR STORM DOORS AND 


or mmc STORM DOORS™ ) FLEXIBLE-SHATTERPROOF | 
| AND WINDOWS CHEAPER THAN GLASS 


FOR LOW COST 
STORM WINDOWS 
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POULTRY AND HOG HOUSE 


WINDOWS ag y NATIONALLY Fastest Selling Kit 
i ADVERTISED _ aa in All America 





Don I be fooled by inferior 
Window Materials that look 
thre ame (Only the genuine 
has the name Warp’s branded 
tlong the edge 
Transparent Plastic 
STORM 
Window 
Kit 
72° x 36° PLASTIC rH MOULDING 
SHEET AND NAILS 
(Covers A Full Sized Window) 
Warp'’s EASY-ON-KITS will help dealers 
meet and beat mail order competition Kasy-On comes to you 
Backed by the most powerful advertising packed 36 to a carton, 
in Warp’s history, dealers can keep the complete with colorful 


Storm Window business at home where it sales building counter dis- 
belongs play and window poster 








ALL PRICES NATIONALLY 
ADVERTISED subject to cheng: 





“BACKED BY THE BIGGEST NATIONAL ADVERTISING IN WARP’S HISTORY” 
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WARP BROS.. CHICAGO 51, ILLINOIS 














WORLD'S LARGEST PRODUCERS OF TOP QUALITY PLASTIC WINDOW MATERIALS ~-_ Established 1924 
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